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EXT to the farmer, the mer- 
N chant is the most useful 
member of the industrial or- 
ganism. This is due to the fact that 
it is easier to manufacture goods 
than it is to sell goods. It is costing 
more to sell goods than to manufac- 
ture goods. It is easy enough to 
increase production as fast as sales 
increase, but it is often difficult to 
sell goods as fast as they are pro- 
duced. All this means that the re- 
tailer has his hand on the throttle of 
prosperity and to a very large ex- 
tent controls the output of factories 
and the employment of men and 
women. The retailers of the coun- 
try perform great economic service. 
Few appreciate the army of re- 
tailers who are devoting their lives 
to supply the banks with deposits, to 
keep the mills and factories operat- 
ing, and to supply employment to 
labor. Moreover, these 2,000,000 re- 
tailers directly employ some 8,000,- 
000 clerks, which means that about 
10,000,000 people in this country are 
directly engaged in the distribution 
of goods. When one adds to these 
figures those that are indirectly con- 
nected with merchandising, from 
the brakeman on the freight train 
transporting the goods to the com- 
positor in the newspaper office set- 
ting up the department store adver- 
tisement, these figures could be 
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The Farmer— Then the Merchant 


These Two the Most Important 


By ROGER W. BABSON 


easily doubled if not tripled. Hence, 
the retail situation is not only a bar- 
ometer of business conditions, but it 
has much to do with determining 
business conditions. From this point 
of view, the following facts are of 
interest in forecasting what business 
will be in 1928. 

It is encouraging to note the large 
number of cities in which retail 
trade is now profitable. Reports on 
the retail situation by the Chambers 
of Commerce of ninety-seven repre- 
sentative cities show retail trade 
conditions as good in forty-six cen- 
ters, forty-five register as fair and 
only six indicate retail business as 
poor at this time. Many of these 
cities reporting conditions as good 
also show that retail trade is on the 
increase, with a promising outlook. 
This, in a way, is only natural, as 
any great increase in population will 
necessitate an increase in retail 
trade. With conditions as at present, 
any retailer who knows the business 
should be making good money. 


T present the best retail trade 
conditions are found in Rhode 
Island, Illinois, Georgia, Alabama 
and Oklahoma. These, however, are 
not the only sections of the country 
favorable to retail trade, but I con- 
sider them to be the best districts. 
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Spartanburg, S. C., shows up well at 
this time and the outlook for this 
city during the next few months is 


also promising. Austin, Tex., is 
witnessing the best retail trade con- 
ditions in three years, while condi- 
tions in Oklahoma City, Okla., are 
excellent. There are also many other 
cities in which retailers are doing a 
thriving business and, on the whole, 
I believe this good business will last 
throughout the winter, if not for a 
longer period. 


RAVELING salesmen have op- 

portunities in practically every 
section of the country at present. Out 
of the entire list of cities reporting 
on the situation only one advises that 
traveling salesmen should not stop 
there. This does not mean that 
every section is a market for the 
many lines of goods sold by the re- 
tailer; but it does indicate that prac- 
tically every section has a better 
market now than for some time. Al- 
most all sections report opportuni- 
ties for the traveling salesmen, the 
only restriction being the limitation 
to certain lines. Among the most 
promising cities are Hartford, 
Cleveland and Cincinnati, Wilming- 
ton, Charlotte, Atlanta and Augusta, 
Chattanooga, South Bend, Beau- 
mont, Lincoln and San Francisco. 
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The. style and durability 
appeals could be tacked 
on to this advertisement 
as a footnote, if desired 
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PEAKING of the men’s shoe game, is it possible that there is too much 
style? As a matter of fact, is it possible to so over-style any article 
of merchandise as to decrease its sale rather than increase it? 


The answer is yes and no. There can be no such thing as 
too much really good style—patterns, leathers and colors which 
are in good taste and for which there is a logical place in the 
scheme of men’s dress. 

But it is also true that there can be too much talk of style— 
too much dependence on that one feature because, as a matter 
of fact, style is only one of about four arguments which can 
be used with equally telling effect in persuading men to buy 
more than the conventional two pairs per year. 

With that in mind, the BooT AND SHOE RECORDER has had 


For the golfer who 
knows how to use his 


feet, the spiked sole ts 
a logical shoe. Note the 
presence of the wing tip 
even in this conservative, 
one-color shoe 


Another wing tip, one- 

color shoe, this time, 

however, with a blucher 

pattern and rubber golf 

sole. Golfers like plenty 

of pinking and perfora- 
tions 
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In the country club 
classification, score one 
for the all-white shoe 
with its somewhat plain- 
er pattern, seen to best 
advantage in close prox- 
imity to white flannels 


these four points, or arguments, put in 
the form of retail advertisements to show 
how they may well be pictured to the 
male public of the country. 

In the first place, there is the question 
of foot health. It is well recognized by 
physicians and shoemen that a foot can- 
not long continue to be healthy if the 
same pair of shoes is worn day in and 
day out. Perspiration fills the linings 
and permeates the insole. And in this 
perspiration are the various impurities 
given off by the foot. Shoes must be 
given an opportunity for sun and fresh 
air to do their work in cleansing the 
lining and insole or the poisons will be 
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The apron pattern still 
has its adherents. This 
type of Sport shoe comes 
in black and white, tan 
and white, black and tan, 
and in two shades of 
brown 



















A straight tip pattern in 
two-color combination for 
those who want their sport 
shoes to follow their dress 
shoe styles. For the man 
who doesn’t like the wing tip 
















A_ striking shoe in 
black and white which 
can be had also in 
tan and white or in 
smoked horse and 
brown. A dressy 
type for wear when 
the fairways are dry 
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Rhenantnehithen which has led to the present condition of things 


even greater effect in the future. 
Rr In the advertisement headed “The Self Confidence 
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steeet Your Na ME town for the first time, but only indirectly—through the 









transferred back to the foot and trouble may re- 
sult. In these days of light weight lisle and silk 
half hose, the socks cannot be depended on to 
absorb these impurities as they did in the good old 
days when heavier lisles and even wool socks were 
the rule rather than the exception. 

Argument No. 2, designed for use in an adver- 
tisement which might well be similar to that headed 
is “Make Your Shoes Last Longer,” has to do with 
the fact that three pairs of shoes, worn on alternate 
days, will last much more than three times as long 
as will one pair worn every day. This is an appeal 
pure and simple to the economical instinct in man 

















in the men’s shoe end of retail business. It helps 
turn what has been a shoe trade liability into a 
positive asset. 

These two arguments, it will be seen, have 
nothing whatever to do with style. The style 
element is totally absent. Yet, they are potent and 
have been used in the past with enough good effect 
to justify the prediction that they can be used with 







of the Well Dressed Man” we enter the style field 





back door, as it were. 
Jesse Adler, well known retail shoe merchant of 
New York, hit the nail on the head when he said 
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The sport shoes shown on these pages 
have been taken from sample lines which 
are now on the road and represent types 
which have been bought already by the 
larger stores who cater to people who 
spend their winters in the South. They 
represent, therefore, the types which will 
be seen at resorts in the West, Southwest 
and South during the season which begins 
ordinarily just after Christmas. There 
are shoes for the golfer, for the gallery 
and for what is generally known as 
Country Club wear, dressy sport shoes to 
accompany dressy flannels and knickers. 








he self confidence of the ~: 
WELL DRESSED MAN. 
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before the recent styles conference in New York City: 
“However well dressed a man may be, if he is not 
correctly shod he suffers from Shoe Shame.” 


Psychologists who long have known the effect on 
women of being well and poorly dressed have now con- 
ceded that the same is true of men. It is an absolute 
fact other things being equal, that the man approaches 
his daily job with greater confidence if he be well dressed 
and conscious of that fact than if he is poorly dressed. 
In the latter case he is very apt to suffer from mental 
confusion in the presence of others better dressed than 
he. 

This question of self confidence is important and not 
to be considered in the light of a joke. Way down 
beneath the surface every man knows it and will sub- 
scribe to it in the privacy of his own rooms at night. 
It isn’t the kind of an argument, however, that could 


A somewhat different pattern 
of smoked elk or horse, and 
darker brown tip and quarter 
foxing. This is a dress shoe 
with sport leanings, so to speak, 
and would be worn with knick- 
ers at the nineteenth hole 


The once lowly moccasin has 
been placed on a style pedestal 
and comes in a variety of colo? 
combinations and in one-color 


effects. 


Another wing tip shoe for 
the country club lounge. 
The most conspicuous influ- 
ence in getting men to dress 
up for sport ts that of their 
women-folk. They simply 
can’t wear dowdy shoes if 
their wives are all dolled up 





With style it combines 
comfort 
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It is interesting to note the 
diverging trends in dress shoes 
and sport. Whereas the ten- 
dency in the dress shoe is toward 
more conservative, plainer types, 
the trend in the sport shoe is just 
the reverse. The most popular 
sport shoe pattern among the 
dressier men is the wing tip with 
lots of pinking. Most well 
dressed golfers have three pairs 
of shoes, one for play on days 
when the fairways are wet, one 
for sunny days when one wants 
to feel dressed up and an even 
snappier pair for wear with the 
women on the club porch after 
the game. It is women’s influ- 
ence which is working a change 
in the shoe habits of their men- 
folk. 
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color is shown 


































A wing tip model with an un- 
usual amount of the heavier 


here. With 
spikes or rubber knobs, it be- 


comes a golf shoe. Without, it 


serves equally well for dressier 
sport occasions 





Even patent leather makes 
its appearance in the sport 
type footwear for men. Here 
it is combined with white 
buck. The dressier types of 
sport footwear have all- 
leather heels 


be used on a prospective customer in a shoe store. To 
do so would merely provoke all the man’s latent obstinacy. 
It must be preached through the medium of advertising 
in newspapers and other accepted media. 

Style, nothing but style, is pictured in the advertise- 
ment with the heading of that one word. The idea here 
is to show a wide assortment of good looking shoes from 
which the man may reasonably be presumed to make a 
choice of the kind which most appeals to him. 

Don’t assume that these advertising ideas are the only 
ones which could be offered the public. Two, three or 
even four of the arguments mentioned might be given 
in one advertisement. In such advertising, however, it 
is well to play up only one thought and subordinate the 
others, put them in a footnote, so to speak. If a series 
of advertisements is under way, one after the other 
could be played up, with each one carrying as a foot- 
note the thought which was dominant in the advertise- 
ment which preceded. 


Reptiles have definitely in- 
vaded the men’s end of the 
industry, the specimen shown 
here being of alligator grain 
in a medium tan, with brown 
tip and foxing. The tip in 
this case is straight 
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Getting More Shoes Sold Right 
A Great Effort 


; ry outstanding month of the past six months 

is developing such selling records as to indi- 
cate a good probability of the month of December 
recording the biggest cash register business of the 
year. From all parts of the country word comes 
that December is clicking along an accelerated rate 
of sales. 

Practically every spot in the country that knows 
what raw, damp or snowy weather is, has had a 
taste of it within the first ten days of December. 
The rubber industry prepares for an entire year 
for one great beginning day. If the trade gets one 
good stormy day previous to Christmas, it cap- 
tures millions of dollars at retail. Modern foot- 
wear, being so light and airy, demands rubber and 
leather protection footwear as a safeguard against 
stormy weather, as well as a comfort feature for 
warmth in the cold days to come. 

The normal winter season has started. A de- 
mand has been experienced for winter types of 
footwear. Everything points to the biggest De- 
cember in the history of the trade. With such a 
possibility, there is every indication of a bulge on 
buying for spring. Many merchants now figure a 
profit on shoes sold for early spring, and a second 
profit on spring shoes sold before Easter. 

The public has.money for many useless gifts. 
This month the shoe stores of this country are dem- 
onstrating that they have merchandise to capture 
that customer’s dollar. Never have shoe stores 
been in a better position to interest the gift-giving 
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dollar. There are mules; there are bags; there are 
package goods from hosiery to buckles, and a long 
line of evening footwear, as well as sporting goods. 
Most every store fits into the picture to its profit 
and prestige. 

December is the month of opportunity. It is tho 
cash and carry month. If it shows real selling tu 
tals nationally, it prefaces a most wonderful oper: 
ing for the new year. 


Busy Bodies 


| oer there are as many in other trades, 
but the shoe and leather trades have their full 
proportion of talkative busy bodies. These men of 
many words speak with authority on every detail 
of the shoe business. They know precisely what 
cught to be done, and why it is not being done cor- 
rectly. Some men selling men’s shoes know every- 
thing there is to be known about women’s shoes, 
and pose as authorities on every complexity of the 
business. Then, too, some men handling women’s 
shoes know all the cures for the under-consumption 
of men’s shoes. 

Associations are all wrong, market fairs are en- 
tirely useless, and there is nothing in the industry 
that promises profit or progress, if one were to lis- 
ten to these busy bodies. A little success in one 
field prompts these busy bodies to speak with em- 
phasis on the lack of success in another. The curse 
of the cobbler was in making shoes to fit some per- 
son’s pedalled peculiarities, and to get so enthusi- 
astic over the ailments as to forget to put a profit 
on his handiwork. He might have been too talka- 
tive on general subjects, but his spirit was always 
in the right direction. 

The modern busy body, however, tells everybody 
everything he knows, considers no plan a success 
without his amendment, and is so opinionated that 
no opinion is good hut his own. He is to be found 
at every trade gathering destructively wagging his 
tongue. He is in a blue Heaven of delight when he 
can meet with other pessimists and can get an 
audience. 

In wholesome contrast is the man who goes to 
a trade gathering looking for something of value 
to his business and his craft. He may see the 
errors of the. past, but he also sees the improve- 
ments of the future. He may know of adverse 
weather and stock conditions, but he is always look- 
ing for ways and means of making a favorable 
front to the public. He sees the great possibilities 
of progress in an industry that is just on the step- 
ping stones of greater public serviceability. He is 
willing to listen and learn. He talks less, and 
thinks more. He gives every new proposition the 
benefit of reasonable doubt, and is favorably in- 
clined, until it is proven to be an error. He knows 

that a collective push forward by the merchants in 
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his town, and by the trade at large, can be made 
an instrument of progress and prestige. 

He wants to think well of his fellow merchant 
and of the craft and its decisions. He knows that 
the odds are in favor of the optimist. That’s the 

»ason why his business and his amb:tions are 
selped along by his own thoughts and the well 
ishes of his friends. He does not unknowingly 
report a malicious statement, calculated to injure 
anyone else, or any other branch of the trade. 
Thank God for the man who is busy with his own 
problems. He wins out every time over that Jack 
of all trade subjects who is a busy body on every- 
thing all the time. 

We will always have conventions and trade gath- 
erings. They are as fundamental to business as 
life itself. From the earliest days we have had 
trade gatherings. The guilds and crafts have had 
them for centuries. Back in the days when money 
didn’t exist, people gathered to swap merchandise 
and ideas. All human _ 
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and less talking, and more silent communication 
between the merchant and his product in devising 
Ways and means of interesting the public in its 
acceptance. We now are in the thinking age. 
The outlook is favorable to a greater appreciation 
of footwear by the public, through the more in- 
telligent selection by the merchant, and through 
a more careful construction and assembling of the 
materials of a trade, all working toward that goal, 
the fitting stool, over which is spent every dollar 
that pays the way in every branch of the shoe in- 
dustry. 


Merchandising Strategy 


66 HEN a whale of a volume” becomes a 

“minnow of profit,” it is time to change bait. 

Any storekeeper can operate in a price period, but 
it takes a merchant to live in a style age. 

Merchants have 

faced the prime neces- 











progress has been made 
by the creation of ideas 
—man to man, or eye 
to printed page. Such 
progress cannot be 
stopped by the obstacle 
of the disgruntled busy 
bodies who see no prog- 
ress in anything, and 
who consider education 
as harmful, beyond that 
stage of lifting intelli- 
gence up to consuming 
more pairs of shoes just 
as units alone; not as 
factors of profit per 
pair. 

Great strides of prog- 
ress are being made to- 
day and tomorrow. 
You can sense it in 
every part of the coun- 
try. This progress is 
best made when produc- 
tion is greater than dis- 
tribution, because then 
brains applied to the 
creation of new beauty 
and new economic 
values are translated 
into greater acceptance 
of one article over an- 
other, by a more intel- 
ligent public. This is 
a successful industry, 
and it will show still 
greater success when 
there is more thinking 
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The ‘Reason Why 


WILSON’S SHOE CO. 
Orlando, Fla. 


I consider the Boot AND SHOE RECORDER just as 
important a factor to the successful operation of a 
shoe store as the compass was to Lindbergh’s suc- 
cessful flight across the Atlantic. 

The merchant who does not make frequent trips 
to style centers can not afford to miss a single copy. 
The writer has read with profit the pages of the 
RECORDER for the past twenty years and our entire 
organization feels grateful for the many worth-while 
departments which each issue contains. 

Wishing you continued growth and usefulness to 
the trade, we remain 

Yours very respectfully, 
WILSON’S SHOE CO. 
(Signed) H. S. WILSON. 
% * * 

Mr. Wilson owns and operates a splendid retail 

shoe business located in one of the most charming 








cities in all Florida. 

He and his co-workers use the RECORDER in a 
most practical way—as a trustworthy guide to good 
merchandise and to good merchandising methods. 





We find that the merchant who is ever willing 
to read, study and learn is the merchant who is 
making real progress and real profits. 








Source & tea 


President. 
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sity of moving mer- 
chandise immediately, 
and at the same time 
planning for new styles, 
colors, materials and 
patterns for 1928. 
Price period means 
marking anything and 
practically everything 
offered to the public at 
the very minimum of 
mark-up, so that it will 
cover expenses and a 
small margin of profit. 

It will be followed by 
the next style period 
necessitating marking 
merchandise at a price 
that will cover ex- 
penses, return of profit, 
and coverage for losses 
on merchandise _ re- 
duced in value because 
of style changes. When 
colors were just black 
and brown, and pat- 
terns were simple, the 
price game could oper- 
ate even in face of in- 
creased material costs, 
but the call of Spring 
and for a new style deal 
indicates the need for 
a new merchandising 
strategy. Merchants 
simply trip over mole 
hills. 
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Sell Shoes—Not Ancestors 


No One Cares When Your Store Was Founded 


ES, sir, that store was 

\ haunted. The ghosts of two 

generations were _ stalking 
about in it from morning to night. 
Get this picture: An old _ brick 
building, high front with old iron 
cornice, iron columns down the cen- 
ter and a frontage of thirty feet 
with a height of nearly sixteen. Odd 
Fellows’ hall overhead. Windows of 
high panes with plain wooden backs. 
Fixtures of brass that had not been 
polished for years. Inside, it was 
worse. Shelves to the ceiling. When 
a man mounted one of the ladders he 
seemed to be sky high. Old fash- 
ioned, wooden settees down the cen- 
ter of the store. You know the kind 
of store I am talking about. Re- 
modeled in 1899 and never changed 
since. 

The history of the business was 
plainly given on the sign over the 
front door: “J. Smith & Son, 
Shoes.”” Underneath that, the proud 
statement: “Founded in 1836.” 

The proprietor, J. Smith, 3rd, was 
the grandson of the founder. Poor 
lad. He had been raised in 


By “Hevprut Hank” 


thetic and that I tried to be helpful. 
Here are some of the things he told 
me: 

“It seems that my grandfather’s 
spirit is in and about the store. 
When I begin to think about changes 
and improvements I can feel the old 
man’s presence and his warning 
voice. It seems to say that I had 
better leave things as they are. He 
never was a great hand to change. 
My father had a few advanced ideas, 
but granddad talked him out of them. 
It was not until after he passed on 
that my father was able to remodel 
the old store and make it look as 
you see it. I know that it’s all wrong 
and that I should make a lot of im- 
provements, but there is the spirit 
of my father who tells me that the 
store was good enough for him and 
that it should not be changed. I tell 
you, Hank, it is hard to go against 
tradition. I have a son, now sixteen 
years old, J. Smith, 4th. I am train- 
ing his mind for other things. He 
likes shoes but I am trying to get 
him interested in law or some other 
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profession. 

“My boy talks to me a lot about 
the old store and tries to get me to 
fix it up—make it snappy and up-to- 
date, as he calls it. Of course, he 
has not come into the atmosphere 
of the past as I have. He only comes 
to the store after school or during 
holidays. But the boy really wants 
to get into the business. He thinks 
he could do wonders here if I would 
permit it.” 


Right there I told J. Smith, 3rd, a 
few things. I said: “You are going 
to make a great mistake if you force 
your byo into some trade or pro- 
fession that he does not like. He 
wants to come into this store. He 
hsa a decided liking for shoes. You 
should be proud that he wants to 
carry on the old name and business. 
But you cannot handicap the boy 
with a store like this. If he comes 
into the business he will have to be 
permitted to have his way about a 
lot of things. He is a modern, a 
progressive. He will not listen to 
the imaginary voices of those 
ghosts. 








the store. When grandfather 
passed the ownership to J. 
Smith, 2nd, the third of the 
line came from school and 
went on the floor to learn the 
business, with the understand- 
ing that he was to inherit it, 
just as his father had done. 
Tradition, ancestry, descent, 
and all that stuff was dinned 
into his ears all day long. 


H-1002 


When his father departed 
this life he took hold and to 
the best of his abilities car- 
ried on in the true J. Smith 
fashion. Back of him was 
that pair of ghosts, father and 
grandfather, their unseen 
presences dictating his every 
act. It was not to be won- 
dered at that the store fell 
into the rut and grew a thick 


H-1001 


H-1003 
H-1004 


H-1005 


They Want to Know 


Merchants ask us, daily, where to buy 
shoes and other store merchandise. 
this space we list typical inquiries, thus: 


H-1000 wants men’s shoes to add to women’s and 


children’s line. In business 12 years. 
In business 10 years. 
tail $8. to $10. In business five years. 


In business five years. 
now employed. Plans 


boys’ medium priced lines. 


for export. 


H-1006 wants women’s bedroom slippers. 
H-1007 wants men’s shoes to retail at $4. 
H-1008 wants women’s silk hosiery to retail at $1., 


$1.50 and up. 


wants children’s shoes for new department. 
wants a college line of men’s shoes to re- 
wants men’s $8. retailers for second store. 


to open retail store. 
Wants exclusive agency for men’s and 


general merchant wants men’s cheap shoes 


“By all means welcome the 
lad into the store. As soon as 
he has finished school, what- 
ever education he seems to 


In want—high school, college, or 


whatont—when he has fin- 
ished, bring him into the 
business. But, meantime, get 
busy with carpenters, paint- 
ers, decorators and artists. 
Make this old store all over. 
Bring it down to date. Take 
it out of its 1836 and 1889 
atmosphere and put it inte 
modern times. Rebuild that 
hideous front. Take down 
that old wooden awning to- 
morrow. Replace it with a 
bright canvas one. That you 
can do immediately while 
your architect is drawing his 
plans. If I were you, I would 


build a mezzanine balcony a! 
around the store just to take 
away some of that loftiness. 
Then I would reduce the dept! 
by placing deep windows in 
front. You need more dis- 
play space here, anyhow. 


coating of moss. H-1009 wants pocketbooks and hand bags. 


About the third trip I made 
to the town this very much 
discouraged J. Smith, 3rd, 
opened up and told me a lot of 
his troubles. Someone had 
told him that I was sympa- 


Interested manufacturers may have names 

on request to Information Department, Boot 

a Shoe Recorder, 207 South St., Boston, 
ass. 
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Place office at the rear. Get in some 
real seats. Cover your old pine floors 
with good linoleum and rugs. Paint 
up and clean up. Get the best win- 
dow man you can find to design your 
new display windows.” 

“But what would you do with the 
old sign? Would you retain the fea- 
ture we have carried so long? 
Founded in 1836 is a mighty good 
guarantee of our integrity,” he said. 

“By all means,” I replied, “keep all 
the traditions you like if they do not 
interfere with modern business 
methods. I would have a new sign 
made. Put on it the same words, J. 
Smith & Son, but add this: Modern 
Footwear. Leave the Founded in 
1836 on the sign but put it in very 
small type. The people of this day 
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want to know what you have to sell 
them. They don’t care two whoops 
when a store was founded.” 

J. Smith 3rd smiled a dry smile 
and said he would think it over. “I 
will have a tough time of it tonight 
when the spirits of my ancestors be- 
gin telling me how foolish I am, but 
I think I am going to do just what 
you advise.” 

Well, sir, he did it. A few weeks 
ago I called and sold him some shoes. 
The boy was there. A fine chap full 
of life and pep. He was tickled to 
death to see me and said he was 
under a great obligation to me. Well, 
I am glad. 

When the shoes were all bought 
and we were smoking a restful 
cigar I asked him how about the 


ghosts. He laughed and slapped his 
thigh. 

“Why, Hank, those old spirits took 
their departure at the first sound of 
a carpenter’s hammer. I haven’t 
heard a whisper from either of them 
since the day we started improve- 
ments. Not even a faint admonition 
from grandsire to tell me that I was 
ruining the business. You know, 
Hank, I never sat down to write an 
advertisement but what grandfather 
and father both peered over my 
shoulder and warned me that I was 
going contrary to tradition. Well, 
it’s all happily over now, thanks to 
you.” 

So that’s another one to my credit. 
Besides that, a better customer 
made. 







Stage Set For Next Boston Show 


Will Be Held at Hotel Statler, Boston 


ANY reser- 
vations for 
exhibit 


space in the next big 
event in the shoe 
world—the Sixth 
Annual Official Bos- 
ton Show, which 
will be held in the 
Hotel Statler, Bos- 
ton, Jan. 3, 4 and 5, 
1928, under the di- 
rect management of 
J. G. Brown, are 
now being made. It 
is expected by the 
management, which 
has the cooperation 
of the New England 
Shoe and Leather 
Association, the Bos- 
ton Shoe  Associ- 
ates and the New 
England Shoe 
Wholesalers’ Asso- 
ciation in the conduct of the Show, 
that the event will draw more case- 
lot and volume footwear buyers to 
Boston than any of the preceding 
shows. 

Manufacturers of shoes, leathers, 
materials and accessories from vari- 
ous parts of the United States will 
display their lines during the three 
days of the Show, reservations al- 
ready made including the names of 
many of the larger firms in the in- 
dustry. Display booths of exhibitors 
will be located in the grand ballroom 
of the Statler; sample rooms will 
be on the fourth, fifth and sixth 
floors, which are devoted exclusively 








A group of models which will appear on the runway of the Sixth Annual 
Official Boston Show, to be held at The Hotel Statler, Jan. 3, 4 and 5, 
under the direction of Manager J. G. Brown 


to the requirements of the trade, and 
will be available to firms desiring to 
make a more extensive showing. 

Many new entertainment features 
have been planned by the Show man- 
agement for this year’s event, which 
promises to be the biggest official 
show of its kind yet held for the 
volume shoe buying trade. The 
nightly runway revue will be a fea- 
ture of the Show, according to tenta- 
tive plans recently announced, and 
the entertainment will be unusually 
attractive and “different.” 

About 75 manikins will promenade 
a new and practical runway, display- 
ing the latest spring and summer 


lines of milady’s 
footwear. A num- 
ber of popular shoe 
models, as well as 
many new faces, will 
be seen in the run- 
way revue this year. 

Revue Directors 
Phil Melhado and 
George Walsley, 
both associated with 
shoe style shows in 
the New England 
section of the coun- 
try during the past 
ten years, have 
made a_ thorough 
search for new and 
attractive models 
who can show shoes 
to the best advan- 
tage. With two di- 
rectors as well 
equipped, through 
past experience, as 
these two men to supervise the run- 
way showing, it almost goes without 
saying that this end of the Show will 
hold the attention of buyers every 
minute. 

Committees representing the vari- 
ous branches of the trade have been 
appointed and will be present to wel- 
come visiting buyers. 

Room and booth reservations for 
the Sixth Official Boston Show are 
being sold rapidly, each mail bring- 
ing additional requests for informa- 
tion as to booth space available. J. 
G. Brown of 210 Lincoln Street, Bos- 
ton, who is managing the Show, is 
handling reservations. 
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Napier Uses a New 
Testimonial Idea 


N exceptional brand of testimoni- 
al advertising was used by 
Napier’s Booterie in Omaha to put 
over its line of spring merchandise 
this year. The idea was to get each 
member of the Junior League, a 
group of young girls below debutante 
age who are supposed to represent 
the social elite of the city, to endorse 
the shoes by allowing a shoe to be 
named after each girl. 

The Junior League originated as a 
charitable organization and each 
member is supposed to contribute to 
whatever charities the League spon- 
sors. Getting money is not easy, 
even for the girls of rich families, 
so Napier’s offered to pay the League 
a certain amount for the use of the 
names. 

The advertising: manager took it up 
with the members personally before 
making a formal suggestion. They 
responded favorably. 

The idea was to have pictures of 
the girls’ profiles taken in silhouette, 
and to use these pictures and the 
given name in an advertisement of 
each new model. The girls selected 
their shoes and also their endorse- 
ments, which the advertising man- 
ager wrote herself. 

The advertisements ran in a space 
of eight inches by two columns. At 
the upper right were the silhouette 
and the endorsement which was 
signed by the full name of the Jun- 
ior League member in a reproduction 
of her own handwriting. The cen- 
ter of the ad was devoted to a de- 
scription of the shoe, and remarks 
by the shop pointing out the resem- 
blance of its aristocratic character- 
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FOOTWEAN* SPONSORED BY 
THE JUNIOR, LEAGUE 


NAPIER'ST” 


og te 


cA RISTOCRATIC . . . from slender high*heel to 

dainty toe, is the lovely slipper which bears the 
psendonym of one of the most beautiful and princess- 
like members of Omaba’s Junior League—Miss Dor- 
othy Davidson. 


Dee 


The stately “Dee” slipper comes im Patent 
Leather, black and white gingham kid trim, 
at $13.50. Parchment Kid, pastel kid ttim 
—and Dove Gray Kid, gunmetal patent 
trim, at $15.- 4 


FEATURED NEXT SUNDAY—SILHOUETTE OF MRS. DICK 
STEWART, 3D, AND THE SHOE SHE SPONSORS. 


i] 








(SILMOUETTE BY METN) 
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istics to that of the girl who spon- 
sored it. The girl’s given name, or 
her nickname, was just above the 
shoe and was the name used for it 
thereafter in all the ads. 

For the Sunday on which the first 
advertisement was to appear, the cen- 
ter window of Napier’s was deco- 
rated in black and white, featuring 
the silhouettes of the girls and their 
president. White ribbons led from 
each profile to the shoe which bore 
that girl’s name. 

This series of ads has not only 
awakened a new interest in the store 
on the part of the Junior League 
girls and their friends, but has had 
its effect on girls of all classes. The 
Junior League girls have boosted the 
shop in every way possible and acted 
as though they had stock in it. Since 


‘so important as footwear. 


Jield Editor 


they are the coming social leaders of 
the city, their word is law and their 
namesake shoes are the most popular 
models of the season. 

The silhouette advertising made 
up so well that the advertising man- 
ager has used it in the booklet which 
she sends out to mail order cus- 


tomers. 
* * * 


Going After the Fiancee 


MILLER & SONS, INC., of New 
@ York has established a substan- 
tial business on bridal slippers by 
addressing personal letters to names 
of newly-engaged girls. These names 
are secured by following the engage- 
ment columns daily. 
One of the letters reads: 


Dear Miss 

“Slippers always have been a sym- 
bol of good luck to brides... May we 
offer this as our excuse for writing 
to congratulate you upon your re- 
cently announced engagement? And 
may we also hope that you will ac- 
cept this invitation to come and see 
the beautiful bridal slippers dis- 
played by us? 

“Next to the bridal gown and the 
bridesmaids’ frocks, no accessory is 
Brides 
are admittedly particular that this 
detail of the wedding—indeed of 
their whole trousseau—shall not only 
be beautiful but absolutely correct 
as to style. Thai is why the most 
prominent brides in this city come 
here and choose I. Miller slippers. 

“Do you know about our tinting 
service? By selecting white satin 
slippers and letting us tint them to 
match your costume, you can com- 
plete any color scheme successfully. 
This can be done at very short no- 
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tice. Or we will make up slippers to 
your order in special colors er de- 
signs to keep the bridal party in 
complete harmony. 

“J, Miller slippers are always up 
to the minute in color and design. 
Thus, in the matter of daytime shoes 
you will find here a wonderful se- 
lection that will assure you of the 
perfect footwear for your ‘going 
away’ costume and every other cos- 
tume in your trousseau!” 

* * * 


Getting Shoe News 
Into the Papers 


N expert on getting shoe news 
A into the newspapers of his home 
town is Harry 8S. Wilson of Wilson’s 
Shoe Co., Orlando, Fla. It is his ex- 
perience that newspapers will use 
much of this kind of material when 
it is more or less impersonal and of 
real interest to readers. Recently 
Mr. Wilson, taking his cue from the 
committee which is working on the 
proposed men’s shoe campaign, 
handed the following to the editor of 
the Orlando Morning Sentinel and 
had the pleasure (and benefit) of see- 
ing it in print not long after: 

“According to Harry S. Wilson of 
the Wilson Shoe Co., one of the key- 
notes of the national style conference 
was the emphasis placed upon shoe 
hygiene. Germs breed with heat, 
moisture and darkness—all three to 
be found in men’s shoes. This sub- 
ject of shoe cleanliness will be of 
increasing interest from now on. A 
western sales manager’s angle to the 
subject is something as follows: 

“Tt is unbelievable that the prac- 
tice of the average man in wearing 
his shoes nine months or a year, and 
actually bragging of it, can be an 
indication of the lack of care in in- 
dividual hygiene. The impurities of 
the body gravitate downward and 
are discharged through the pores of 
the sole of the foot. Sheer hosiery 
cannot absorb these impurities, with 
the result that they saturate the sole 
of the shoe. 

“*A lessening percentage of shoes 
is repaired with half soles, but long 
before a shoe is ready to be half soled 
it is no longer fit to be worn. Such 
a shoe has become positively unsani- 
tary. I should dislike to think that 
men would wear hosiery or under- 


BOOT AND SHOE RECORDER 






Make Slippers LOOK Like Gifts If You 


Want to Sell Them 
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slipper as a Christ- ordan A 
mas gift seller was company. } 


idealized earlier this 
year by merchants of 
this city than in past 
seasons. As a result, 
a good business has 
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Comfort Slippers 


GREATLY APPRECIATED 





AS Re 
Christmas Gifts # 








cial booths featuring 
slippers for men, 
women and children 
occupied central posi- 
tions in shoe stores 
and shoe departments. 

Women purchased 
extensively of men’s 
everetts, or hi-los, or 
scuffs, or moccasins, 
or operas, or cava- 
liers, or romeos, or of 
a dozen or more addi- 
tion types that looked 
up attractively at 
them from window, or 
interior, or from 
newspaper’ advertis- 
ing. Bright colors in 
leather slippers ap- f 





FLOOR—THE STORE FOR MEN 





Opera 
Slippers 





—at the left, tans with 
leather soles, 3.50 to 7.00 


—at the right the same 

popular model with soft 

soles at 3.50 and 4.090 
Everetts 


—these beautiful slippers 

Wustrated at the left, with 

leather soles, 3.50 to 5.00 

—st the rignt, in felt, 
226 and 


Hi-Lo Slippers 
—at the left, in fet, 2.75 
Sheep-lined 


Slippers, illustrated at the 
right—solt soles, 3.89 


Scufts 
—at the left—in satin, 
terry cloth and leather, 
1.75 to 4.00 
Moccasins 
—at the right, 3.50 to 
450 


Cavaliers 
—at the left. 7.50 


Romeos 
—at the right, 8.00 


Mai) Orders Filled 





pealed strongly not 


only to the men, but BimmeeeercdQ) srecurs 


to the ladies, who 

bought them for gifts. 

Leather slippers for boys, especially 
in the moccasin type, met with a 
ready response. 

Slippers are effectively shown 
around an improvised fireplace, or at 
the foot of the Christmas tree, or in 
a box, beside a carton wrapped with 
white paper and tied with red rib- 
bon and a spray of holly. 

“It all depends upon how you dis- 
play felt, or leather, or satin slippers 
at the holiday season,” said a local 
shoe store manager recently. 

“If you bury them, or show them 
on a table, or even in the window 


* 


wear for a period in keeping with 
the length of time they will continue 
to wear shoes which are no longer fit 
to have even a near-contact with the 
human body. 

““Of course, it is possible for a 
man who changes his shoes every day 
or so to finally reach a point in the 





For instanr wonetuBawowe ff —— Is 





>——— 


without any Christmas finery, you 
must not expect to sell large num- 
bers of them as gifts. Folks will not 
poke around, when it comes to No- 
vember and December, to _ select 
something for a present for their 
friends—at least not in the majority 
of cases. And so the Christmas gift 
slipper must be surrounded with 
every suggestive bit of atmosphere 
of the Christmas season.” 

Gift certificates make a quick so- 
lution for the person who is “not 
sure of the size,” and also save the 
trouble of making a selection. 


* * 


wear of shoes where repair work is 
necessary if the shoes are to be worn 
any longer. By the same token we 
find a man now and then who has a 
patch on the seat of his pants—as 
a matter of economy. The time is 
coming when one will be no more 
common than the other.’ ” 
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Get Your Books Audited—Free 


Unusual Service Offered to Members at 
N. S. R. A. Convention 


NE of the most practical fea- 
O tures of the N.S. R. A. con- 

vention this year, and one of 
which association officials hope mer- 
chants will take advantage, is the 
special accounting service available 
throughout the convention. Gilby, 
Penny & Co. of 111 West Washing- 
ton Street, Chicago, specialists in 
shoe store accounting, who are ser- 
vicing the association regularly as 
well as successful and prominent re- 
tail establishments, will have a staff 
of experts ready to advise any mem- 
ber on any of the four days. They 
will be in attendance at the Stevens 
in special quarters where they may 
consider the problems of retailers. 
They have been privately employed 
by O’Connor & Goldberg and other 
leaders in the retail shoe field, so 
that their experience in the modern 
business of merchandising shoes 
qualifies them as experts. 

In addition to giving a general ser- 
vice the accountants will examine in- 
dividual accounts if figures are 
furnished by retailers, and give spe- 
cific advice and recommendations. 
Changes of methods may be sug- 
gested to produce gains where they 
apparently could have been made or 
to avert losses which could have been 
avoided. In brief, the experts will 
attempt to show how and where theo- 
retical results may be converted into 
practical results by proper knowledge 
gained through proper accounting. 

Commenting on the arrangements 
for this service made by the associa- 
tion, Manager George M. Spangler 
said: “It is earnestly hoped by Presi- 
dent Geuting and the association 
officers and directors that members 
will cash in on this wonderful oppor- 
tunity for advice on the conduct of 
their business. The accountants re- 
tained by the N. S. R. A. furnish 
regular service through us and have 
ability which is costing no small 
amount of money. I personally feel 
that any member who brings his 
1926 figures to the convention and 
goes over them with the accountants 
will return a much wiser merchant 
in the conduct of his business, a 
greater credit to his association and 
tthe earner of greater profits for his 
‘firm.” 


NAME OF FIRM 
PRINTED HERE 


IN GOLD 


To protect members and ex- 
hibitors against abuses of con- 
vention privileges which have 
cropped up in the past, every 
exhibitor’s badge this year will 
have the exhibitor’s name 
stamped on its ribbon in gold. 





“The nation’s leaders in the pro- 
duction of worthy merchandise in 
every range of style, type and price 
will be represented at the January 
convention,” says Manager George M. 
Spangler of the N. S. R. A. in his 
preface to statements issued by mem- 
bers of the Convention Committee 
urging all retailers, for their own 
benefit and the benefit of the asso- 
ciation, to patronize those firms 
whose cooperation as_ exhibitors 


makes this great convention and ex- 
position possible. 

The Convention Committee, com- 
prising F. E. Foster of Chicago, 
chairman; C. K. Chisholm of Cleve- 
land, H. C. McLaughlin of Cincin- 
nati, Reuben Metz of Chicago, John 
O’Connor of Chicago and C. E. Wil- 
liams of St. Louis, says: 

“All shoe retailers try to be dis- 
criminate buyers. We want style; 
we want advantageous price; we 
want prompt deliveries. In other 
words, we want as near ideal rela- 
tions as can be had in order to suc- 
cessfully operate a shoe store under 
the existing conditions of today, and 
we find that we can gather from the 
N. S. R. A. annual convention ex- 
hibitors just the type of factory that 
we want to work out this harmonious 
relationship. They are exhibitors 
not that we have asked them; not 
that we have forced them; but be- 
cause they know that this is a great 
opportunity to cooperate with re- 
tailers and because we know that 
these are the best manufacturers to 
be found. 


¢¢ MONG these exhibitors we find 

manufacturers: from ever 
market and we find every grade and 
type of shoe represented. The op- 
portunity for reciprocal relations is 
wonderful and we heartily urge every 
shoe retailer to bear these facts in 
mind when the time comes to make 
definite comparisons and selections 
of merchandise for his own busi- 
ness.” 

“This year,” says Manager Span- 
gler, “we are making a special effort 
to protect our own members and 
our cooperating exhibitors against 
abuses of convention privileges that 
have cropped up in the past. This 
year every exhibitor’s badge will 
have the exhibitor’s name stamped 
on its ribbon in gold. Directories 
giving complete lists of exhibitors 
will be displayed in several places in 
the hotel, printed lists of exhibitors 
in circular form will be furnished 
each retailer, and announcements 
concerning the relationship of ex- 
hibitors and N. S. R. A. members 
will be made at every session during 
the convention.” 
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his eyes saw it. 


Mr. Terhune and Mr. Cullum looking over new- styles 
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Around the Clock at a Style Show 
With Henry Cullum 


What He Bought—What He Thought 





T all came about during a casual 

conversation with Henry Culium. 
He remarked, “Shoes that I buy at 
conventions sell better than those 
bought at home. I never made a bad 
buy yet at a convention.” It was 
just one of those simple, honest 
statements that one would expect 
from him, yet it caused a flock of 
“Whys” to come to mind. With all 
the unusual hubbub attending con- 
ventions, with all the counter attrac- 
tions found there, just why could 
one do better there than at home? 

To find the answer to the “Whys” 
and incidentally to catch the fresh 
viewpoint of a young buyer on his 
second annual trip to the market, I 
stayed around with Mr. Cullum to 
see if I could visualize the scene as 





And How He Did It 


By HARRY R. TERHUNE 
(Field Editor) 


To introduce this young man. He 
is with the Saxon-Cullum Shoe Co., 
whose main store is at Augusta, Ga., 
with a branch at Columbia, S. C. It 
is his daddy who is the Cullum men- 
tioned in the firm. From grammar 
school through college, Mr. Henry 
has been interested in the store and 
for the past year or so has been do- 
ing quite a bit of the buying. 

Going back to his interesting re- 
mark of buying only salable shoes 
at conventions. The method pursued 
is simple: First, have an accurate, 
complete knowledge of the conditions 
and of the relative style value of 
shoes as reflected in one’s own store. 
This determines the right lasts and 
patterns. Second, weigh the mate- 
rial trend carefully. While the lasts 
and patterns may vary in nearby lo- 
















calities, materials and colors have 
the same sales valuation in a wide 
territory. Consequently the first job 
devolved upon meeting men from 
other cities is to talk colors and ma- 
terials. Coming up on the train, 
this was discussed among other 
phases of the retailing of shoes. All 
day Monday the quest was continued, 
for this day was spent in forming 
opinions of “What’s Good?” This 
information was collected by con- 
tact with salesmen and buyers, espe- 
cially those from the South whose 
problems were similar to his own. 
It was a case of give and take and 
finally relying on one’s own sensing 
of the situation. Or, to adapt a 
phrase from the song of the girl on 
the runway, “Five thousand South- 
erners can’t all be wrong.” 
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One-strap all-over black suede with 
metallic gunmetal irim on quarter 
and strap, 21/8 heel. ° 


When I picked him up, he was in 
the midst of a conversation discus- 
sing the relative merits of lasts. A 
buyer from Western Florida and one 
from West Texas were strong for 
short vamps, in shoes retailing 
around $12. They just couldn’t see 
how anyone in the South could sell 
shoes other than those with short 
vamps. Here is where “accurate 
knowledge” gets in its deadly work. 
“From last spring, we found short 
vamps held good in the cheaper 
grades, while in the better shoes a 
decided trend toward narrower toes 
was felt. The style leaders in Au- 
gusta and the smart young girls, too, 
are influenced by Vogue and Vanity 
Fair styles. When they see the nar- 
row toes featured, they just must 
have them. In Columbia it is entire- 
ly different, even if the towns are 
only 76 miles apart. Columbia is a 
staid, conservative city. It does not 
cater to the wealthy winter visitors 


Four-eyelet tie, Honeybeige kid 
with No. 3 brown kid trim, 
19/8 spike heel. 


All Honeybeige kid with Rose Blush 
trim, 18/8 heel. 


as does Augusta, so the short vamps 
still hold good here.” 

All this brings us up to the after- 
noon of the second day. What to 
buy and in what quantities had been 
practically decided and in what 
lines. There remained only the 
actual picking of the shoes. The 
date with the first salesman was at 
four o’clock, so, with an hour to kill, 
we took a short walk up to see Max 
Weiss’ Vogue Shop. See O. P. I. 
next week for what we saw here. 

Now for a few “Sweeteners” to 
retail around $12. These to come in 
at once. Shoes calculated to entice 
extra sales in January from the 
more conservative trade were under 
consideration. The first was an all 


Four-eyelet tie, Patsy 

Pattern, Honeybeige 

suede, brown kid 
trim. 





Buckle one-strap, Honeybeige kid 
vamp, Rose Blush quarter and strap. 


Modish spring pattern, any 
combination. 


black patent, 17/8 heel, fairly nar- 
row toe, one strap, with a little cut- 
out on the side. As this was for the 
bony foot and for the smart middle 
aged matron, shoes were bought 
from sizes 214 to 814% and widths 
AAAA to B. 


Spanish Bootee, all-over patent cut- 

out with perforated scalloped edge, 

gunmetal patent pinked cuff, new 
21/8 heel. 
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Gore center strap, Honeybeige kid 
all over, topaz ornament on strap, 
20/8 heel. 


The rest bought in this group 
were as follows: 

A Honeybeige kid vamp with 
Honeybeige suede quarter on a new 
D’Orsay pattern, with a 19/8 heel. 
This for the debutante. 

Now he found a strap pattern he 
liked. A high riding one-strap, 
which was made of all-over Honey- 
beige moire, piped in gold, with a 
19/8 heel in a round toe last. This 


One-strap all-over Rose 

Blush kid, gold finished 

patent fastener on strap, 
18/8 heel. 


for the young matrons. These two 
shoes from AAA to B, with the sizes 
in pyramid fashion. 

A 14/8 box heel one-strap of 
Honeybeige kid, which had a bit of 
cut-out on the side, was liked mighty 
well, so was bought with more end 
sizes. This pattern was duplicated 
in all patent. 

Now the prettiest black satin he 
had seen was selected; a black moire 


Honeybeige suede vamp and quarter, 

316 silk kid lace stay and heel, per- 

forated tip and around quarter, 
collar and stay. 
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Step-in, Rose Blush suede quarter 
md heel, Honeybeige kid vamp, small 
tongue with drawn-work trim. 





heel and quarter, plein black satin 
vamp. This was a high one-strap 
pattern carrying a 19/8 heel. Also 
an all over black satin moire with a 
slightly wider toe was ordered. The 
sizes on these shoes were fairly well 
spread. 

For a fast stepper, a black moire 
vamp with a plain black satin quar- 
ter, in a tricky new step-in pump, 
which carries a small ornament on 





















One-strap jewel gray 
kid vamp and quarter, 
Rose Blush Astrolach kid 
trim, 17/8 covered heel. 


the side. This had a short vamp and 
a 19/8 heel. 

Back to the Honeybeige kids. 
Pyramid sizes were given on a 21/8 
heel, round toe last, the pattern be- 
ing a narrow one-strap with small 
cut-outs. Another one for the 
younger trade. All these were abso- 
lutely safe shoes needed for January 
selling. 

The white shoe trade starts early 
in Augusta, so for the graduates and 
the tourists a couple were ordered 
for Feb. 1 delivery. A white kid 
one-strap which had a small buckle 
on the side, built over a medium 
round toe, 17/8 heel, was re-sized. 





One-strap, Brownbilt patent vamp 
and quarter, Eldorado silk kid trim, 
13/8 covered box heel. 














BOOT AND SHOE RECORDER 








Honeybeige kid with 
trim and 


One-strap 
darker contrasting kid 


strap, 19/8 heel. 


This shoe last. season proved to be 
the biggest seller they ever had, with 
50 pairs being sold in one week’s 
time, so plenty of sizes were given. 
Another white kid ordered had 
rather a sharp toe, on a box heel 
last. This one-strap, with three lit- 
tle cut-outs, was also liberally sized. 
A perfectly plain white kid D’Orsay 
high heel pump completed the buy- 
ing of the safe shoes. This does not 
by any means represent the white 
shoes the store will show later in the 
season. Of course, pairs and 
amounts were carefully checked off 


Honeybeige vamp, ' 
quarter and heel, 
Rose Blush vamp 
and quarter trim. 


the budget buying sheet as the or- 
dering progressed. <As_ previously 
stated, these shoes are only for Janu- 
ary, as the real important spring 
buying will not be done until after 
the first of the year. 

At dinner, he told me of his first 
sale in a shoe store. During the 
war, when he was a kid in school, 
extra help was hard to find. His 











Three-eyelct sport tie, Honeybeige 
calf vamp and foxing, Marron calf 
tip and quarter, loop laces. 














Three-eyelet tie, Rose Blush kid 
vamp and quarter, underlay of 
Krinkle kid piped in gold. 





daddy told him that if he would sell 
on Saturday afternoon, he would 
give him 10 per cent of all the sales 
he made. The first customer was a 
soldier, who wanted a pair of offi- 
cer’s boots. Young Henry didn’t 
even know where they were kept, but 
managed to find them and, by some 
miracle, selected the right size the 
first time, wrapped them up and col- 
lected the sixty dollars cash money. 
He said that he had never seen so 
much money at one time before. He 
made his father pay him the $6 
right away and put on his hat and 
beat it. 

The style show was next on the 
program. The life, the color, the 
songs and the girls were all duly 
appreciated, but they didn’t make 
him forget his prime reason for be- 
ing in St. Louis. The art leathers 
didn’t arouse much enthusiasm; 
while they were nice to look at, their 


Two-eyclet scalloped tie, Honeybeige 
with Parchment piping, lily kid lin- 
ing, 20/8 heel. 


One-strap, Orchid kid 
with fancy buckle on 
strap, 19/8 spike heel. 


selling possibilities in Augusta were 
estimated as being decidedly limited. 
[CONTINUED ON PAGE 77] 





Four-eyelet tie, Honeybeige suede 
vamp and quarter, Rose Blush kid tip, 
heel and tongue, 14/8 military heel. 
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Determine Your Market 


Concentrate on One Grade and Build a Place for Yourself in the 
Merchandising Scheme in Your Town 


By HENRY W. COOK 


ing power of the chain store. 





RANKLY, I do not hold 
Fe: impression so preva- 

lent in our industry to- 
day, to the effect that the 
men’s end of it is in a deplora- 
ble condition. Without hesi- 
tation I am obliged to grant 
you that the men’s business is 
going into fewer hands and 
that is true of dealers as well, 
with the one possible qualifi- 
cation that as applied to re- 
tailers, I should possibly say, 


chain store. 


N this address, 


delivered before the 
convention of the Southwestern Shoe 
Retailers Association at St. Louis, 
week, Mr. Cook, president of the National 
Boot and Shoe Manufacturers Associa- 
tion, takes up the problem of competition 
between the individual retailer and the 
His comments on the prob- 
lem and suggestions for a solution are 
highly interesting and helpful. 
Editor. 


last 


The 


On the contrary, if he feels 
that his efforts should be con- 
fined to the top of the popular 
priced market and to the 
quality market, he automatic- 
ally eliminates the chain store 
competition and lifts himself 
out of the field of price com- 
petition. 

The importance of grad- 
ing up, particularly in the 
men’s business, cannot be 
over-emphasized just at this 











that while there may not be 
fewer in number, the number 
is much less than in years past, who 
are successful and making real 
money. 

Chain stores have, of course, be- 
come the dominating factor in the 
distribution of shoes. Their pur- 
chasing power and their strength in 
so many ways is so great that the 
individual dealer cannot compete, but 
fortunately for him, chain stores as 
a rule play the fixed price game, 
leaving the general price field open. 

Whether the individual elects to 
leave the fixed price game to chain 
store operators or tries to compete 
with them, to my mind, determines 
his success or failure. 

As I go about the country study- 
ing the retailers’ problems at first 
hand, I cannot help but gather cer- 
tain impressions as to just what is 
at the bottom of this feeling of un- 
rest and dissatisfaction among the 
shoe retailers today. 

It appears to me that most shoe 
dealers are working hard enough and 
are doing those things that ordinari- 
ly are considered sufficient to bring 
success. In other words, they are 
going through all the motions for a 
successful business, ‘but the success 
is not forthcoming. 

In any city, town or given com- 
munity, there is a certain market 
for the various grades of shoes from 
the cheapest to the best. Under 
modern merchandising methods this 
means that certain stores should 
cater to certain clases of that trade 
or market. 

Would it be out of place for me 
to suggest here that too few dealers 
have a definite clear-cut idea as to 


just where they ought to fit into that 
picture? Too few dealers really 
know the class of clientele to which 
they want to cater. 

On the other hand, too many deal- 
ers are today trying to cater to too 
wide a range of trade and as a result 
are not doing a real job in any one 
of them. Here is where the chain 
store is most successfully gaining the 
upper hand, in that it concentrates 
all its selling efforts on one particu- 
lar market. 

Moreover, the chain store invari- 
ably sells merchandise with a 
branded name that has a national 
reputation. Too much importance 
cannot be placed on this. 


HERE is nothing in all this that 
the individual independent re- 
tailer cannot do. In fact, the success- 
ful shoe dealer is today making a 
success along these very lines. The 
individual shoe merchant can study 
his market and select the clientele he 
wishes to serve; he can specialize on 
a few grades and intensify his efforts 
where they will do the most good; he 
can select his manufacturer with a 
well known trademark name, who can 
give him the proper tie-up and bring 
prestige and standing to his store. 
Today, more than ever, the dealer 
must determine the market to which 
he wants to cater and confine his 
efforts to that market, building for 
his store a reputation for a definite 
kind of merchandise. If he wants 
the cheap market or if he wants his 
store to strive for business on a price 
basis only, then he must be content 
to battle against the larger buy- 


time. Many customers do 
not appreciate the difference in 
shoemaking, and these customers 
cannot appreciate it unless the es- 
tablished independent dealer brings 
this knowledge home to him. 

Unless the established retailer 
gives his expert knowledge of shoes 
to the consumer, the consumer is 
apt to be misled into purchases 
wholly of price because shoes of 
different actual values may look 
somewhat similar. 

As you grade up your business, 
you are building solidly and per- 
manently. You are constantly de- 
veloping the type of customers who 
appreciate your service and who will 
be loyal to your store because of that 
service. In this connection may I 
suggest that, as you grade your 
business up, you are adding custom- 
ers that you can own, and it is ab- 
solutely necessary that you own your 
customers if you are to own your 
business. This point seems to be 
overlooked by many independent shoe 
retailers. 


F you will take the time to figure 

what it costs to buy a new cus- 
tomer, you will realize the importance 
of building your business in a mar- 
ket where you may be reasonably 
sure that these same customers will 
come back to you again and again. 
By seeking to build your business on 
a price basis, offering your trade 
lower priced shoes each succeeding 
week or month, you are obviously 
tearing down your big opportunity 
to tie your customers to you. 

The individual merchant who 
grasps the idea of trading his cus- 
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tomers up, rather than falling back 
to a price competition basis, finds 
his business growing more profitable 
each year; finds his competition less 
troublesome and is able to say: “The 
shoe business is good.” 


Publicity is another problem the 
dealer must study carefully and 
wisely. A few years ago the money 
that is spent today for publicity 
would have seemed impossible for 
the individual business to stand. To- 
day, no business can succeed without 
the use of advertising, and yet to be 
fair with ourselves, we must admit 
that in no department of business 
can money be wasted and spent more 
uneconomically than on untimely and 
poorly advised advertising. 

This department of a _ dealer’s 
business must have his most careful 
thought and foresight. A wise, jus- 
tifiable budget should be mapped out 
and the money spent after the most 
careful analysis of his market and 
its possibilities. In other words, a 
vigorous, definite newspaper cam- 
paign for some dealers; a carefully 





WO distinct business trends 
were the result of the St. 
Louis Pageant of Footwear 
Fashions held the latter part of No- 
vember. First, the general line manu- 
facturers with one or two exceptions 
equaled last year’s business during 
the same period. One house re- 
ported an increase, another reported 
a loss. The footwear bought by 
merchants from these houses re- 
vealed a greater percentage of 
patent leather shoes than colors. 
Early figures indicated approxi- 
mately 65 per cent of shoes bought 
were patent leather. Trimmed ef- 
fects were equally divided with 
plain types in this field. Honey- 
beige was received better than rose- 
blush No. 2. In this field, honey- 
beige was 75 per cent and rose- 
blush No. 2 was 25 per cent. A de- 
mand for tricky strap designs was 
reported as good. Open tie effects 
registered heavily in the buying. 
Secondly, the specialty line houses 
fared better in the buying, the ma- 
jority of manufacturers reporting a 
slight betterment, with a few show- 
ing equal sales with last year’s vol- 
ume. A few reported the volume 
under last year’s sales record. 
Styles in the specialty lines ran more 
to color than black, although patent 
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worked out mailing campaign for 
others, and where a dealer is already 
well established, an exploitation of 
both of these campaigns. 
“Hand-to-mouth” buying has be- 
come accepted as a correct procedure, 
but this, too, may be poorly done or 


actually overdone. It seems to me, 
personally, that the danger of “hand- 
to-mouth” buying lies in a dealer try- 
ing to carry too many styles with 
too few pairs on each style, with the 
result that he does not carry suffi- 
cient pairs on his most dependable 
and active styles. Buy from stock, 
but limit your range of styles so you 
will have sufficient carry on each 
style to avoid the loss of sales and 
at the same time give you a pleasing 
turnover. 

All of these things I have just 
mentioned require that the dealer 
study conditions most carefully and 
plan his policies with sound judg- 
ment and clear vision. 

It is unfortunate, but nevertheless 
an accepted fact, that today the deal- 
er is too prone to lay down too heavi- 
ly on the manufacturer. He expects 





What Was Bought at 


made a splendid showing in the de- 
mand. Honey-beige kid and suede 
combinations were outstanding in 
the selection. The types were for 
the most part vamp and quarter ef- 
fects. There was a difference in 
some houses, where rose-beige was 
the first choice of merchants. A 
comment made was that honey-beige 
contained too much of a yellowish 
cast. A leading manufacturer re- 
ported rose-beige bought by mer- 
chants in the East, West and North, 
while operators in the South selected 
honey-beige. Few grays were bought. 

Blacks in the novelty field were 
well patronized. A summary of 
those manufacturers interviewed in- 
dicated about 35 to 50 per cent in 
this field. Some early orders were 
placed for woven types. Satins in 
novelty materials were also men- 
tioned as selected. 

In patterns, straps apparently 
were the favorites. Harmonizing 
effects more than contrast was the 
keynote in patterns. Pretty shoes 
sums up the choice of those mer- 
chants who placed orders for early 
January and February selling. 

Manufacturers other than those 
located in St. Louis and occupying 
the downtown hotels announced sat- 
isfactory business. 








55 


his manufacturer not only to finance 
him by maintaining an in-stock de- 
partment, but looks to him to partici- 
pate in his advertising and furnish 
suggestions for the promotion of his 
business. This has gone so far that 
it has no doubt resulted in a condi- 
tion that must continue. I cannot 
help but see in it, however, a real 
possibility of danger of the dealer 
becoming too dependent on the manu- 
facturer to the point that he does not 
exercise to the fullest extent his own 
individual ideas and initiative. 


No business can hope to succeed 
without courage, individuality, vision 
and agressiveness on the part of its 
leader. No one outside his business 
can supply the retailer with these 
essentials. He can profitably study 
other people’s methods; he can seek 
advice from outside sources, but 
when all is said and done, his busi- 
ness must reflect his own ideas and 
his own initiative and he must stand 
or fall on them. The timidity of the 
retailer is becoming proverbial. 
Don’t let it go too far. 


St. Louis 


It is generally agreed that a busi- 


ness betterment would have been 
noted during the show had not sea- 
sonal conditions held back the retail 
business. With a warm October and 
November, retail merchants were 
concentrating on clearing the shelves 
of fall shoes which were retarded 
during these two months. This, it 
is believed, was responsible for not 
showing a substantial increase over 
the volume done at last year’s show. 


HE St. Louis manufacturers, 

however, are elated over the suc- 
cess of the pageant and the business 
placed during this period. More and 
larger operators were in attendance, 
with many new accounts opened, was 
a comment made enthusiastically by 
some of the houses. 

The styles displayed during the 
pageant were unquestionably more 
outstanding than at any of the pre- 
vious shows. The comment among 
visiting members of the shoe indus- 
try was the progression of style 
displayed in the footwear exhibits. 
The style trend of runway footwear 
was a distinct advancement over 
that of last year. All of the lines 


were stepped up many rungs on the 
ladder of styles. 
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Offalf your competitor's customers 


read Fifi Loon advertising 


“s one-half the better homes of America go the Ladies’ Home 
Journal and Good Housekeeping, carrying the welcome, convincing 
story of how superbly Wilbur Coon Special Measurement Shoes 
fit. An endless flow of letters addressed to us by readers proves 
how thoroughly women are reading and responding to this ad- 
vertising, which appears in one or both magazines each month. 











One-half the better homes—one-half the better trade that 
goes into your competitor’s store. What a great market 
waiting for you to announce that Wilbur Coon Spec- 
ial Measurement Shoes are sold at your store! 


Following the announcement will come 
sales to new customers —women 
you’ve never seen in your 
store. Sales not 
only 
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fast but profit- 
able. No whim of fashion 
leaves these shoes on your shelves. 








Wilbur Coon Shoes come in sizes 1 to 12, 
AAAA to EEEEE—some 100,000 pairs always 
in stock for immediate delivery—developed over 
special measurement lasts that produce a remarkable 
fit and bring customers back — retailing at $8 to $11 
with a generous profit for you—and no losses on mark downs. 
Write for full facts on greater profits. 


Reg. U. S. Pat. Off. 


37 Canal Street Rochester, N. Y. 


vee cHFITER The Ladies’ Home Journal and 
SourSizes) Yanaren) Good Housekeeping — combined 
circulations 3,877,260—these are 
the two magazines that will carry 
the Wilbur Coon story into one- 
half the better homes of America 

during 1928. 








LADIES’ HOME 
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Established 1894 - incorporated 1904 


IN STOCK 


Patent Blucher with Dri-Sole 


Stock No. 

1201 Sizes 5-8 Spring Heel 
12025 Sizes 8-11 Rubber Heel 
12035 Sizes 1144-2 Rubber Heel 


Also Tan, Gun Metal and Golden Elko 


TRUITT BROS., Inc. 
Binghamton, N. Y. 








A Cleaner for Light-Colored Overshoes! 
CINDERELLA RAYN BOOT CLEANER 


It will remove spots from silk, cotton or wool water- 
proof fabrics without dissolving cement backing. 


Made by 
EVERETT & BARRON CO., Providence, R. I. 
Makers of Cinderella Shoe Dressings 























SMART BUCKLE 


For OXFORDS as well as PUMPS 


Patented 
FOR PUMPS FOR OXFORDS 
With crown upward gives a | With crown downward gives 
stylish effect to any slipper | a trim effect to an oxford or 
or pump. tie, fastens and hides the 
laces. 
Can be instantly attached and will not leave 
any marks when removed. 
Assortment of one-dozen pairs of Silver Oxide, Antique 
} and Enamel Buckles at $8.00 F.0.B. New York 
y. 
AMBECOR CORPORATION 


321 Broadway, New York 











Better 
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tle Shoes Are 


Pecsiers 


» BL sss ece Farts ~~? 3. 


99" 


Ideal Stichdowns, built 
over scientific lasts, have 
flexible soles and the sup- 
port of hard counters. 
They are made for active 
babies up to 3 years of 
age. 


Segeerz? 


vy 


This Trade Mark identi- 
fies the most complete 
line of baby footwear, 
from Soft Soles for In- 
fants to sturdy  stitch- 
downs for 3-year-olds. 


Price List on request 





So many of our 6000 cus- 
tomers are doing a splendid 
holiday business by featuring 
Ideal Baby Shoes—that we 
take this opportunity to re- 
mind all of our customers of 
this opportunity. Women 
like to buy Ideals—and es- 
pecially at Christmas. 





Mrs. Day’s Ideal Baby Shoe Co. 
DANVERS, MASS. 





Chicago—325 W. Jackson Blvd. 


New York—387 4th Ave. 
San Francisco—49 4th St. 


Boston—12 West St. 
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Merchants’ “BANDITS’\* 


Bandit Boot 


Patent Leather, with Red Kid Cuff and 
Patent Strap. 


Patent Leather, with Parchment Kid 
Cuff and Patent Strap. 


Spike and Cuban Heels 


Patent Leather, with Gold Leaf Cuff 
and Patent Strap. 


Cuban heels only 
$5.50 


The Boot is all kid lined. 


OOTEE 


Bandit Bootee 
Patent Leather, with Red Kid Cuff and 


Trim. 
Patent Leather, with Parchment 
Checker Cuff and trim. 


Spike and Cuban Heels 
$4.60 


Bandits are packed in 18 pair 


1 2333331 
Cases ——-——-—_-——- ——-B wide. 


34 4-5-6-7 


To facilitate handling and prompt shipment, 
we must insist on no less than 18 pair orders. 





CSF MERCH: 
3 SHOE CO. 


3 BOSTON or 


E55 57 Lincoln St. 
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OT /—And how! 





Ce has flashed into the picture a brand new 


type of footwear. Wherever shown, first offer- 
ings of these smart boots are being snapped up eagerly. 
“BANDITS” are the greatest profit opportunity in years! 
“BANDITS” have taken the town by storm! They sell 


on sight! 


It is advisable to wire your order! Call that messenger 
boy now! 
Yours truly, 
Geo. M. Rosen, Gen'l Mgr. 


—— \ 5 sais = 
— $T YLE } B 
ay MeRcHeNS —aa 


BOSTON & 





Boston, Mass. 
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One of the greatest joys of my 
life is the knowledge that our 
Company has given hundreds 
of mentheir “big opportunity.” 
This joy increases as I realize 
that the growth of the organi- 
zation and its further expansion 
increases the number of these 
opportunities. 


FIC) 


Ga. = 


There is 
an opening with 
The J. C. Penney Ca. 


= THE young man with a sackful of grit who 
wants to get somewhere in the business 
world, we offer these unique advantages: 
1. We are expanding so rapidly that you 
can go ahead faster than by the ordinary 
rate of promotion. 

2. As soon as you are ready, you share in 
the profits. 

Our own growth in twenty-five years has been 
from one store with sales of $29,000 to 885 de- 
partment stores with sales of $150,000,000 this 
year. Now we are growing still faster. That 
means opportunity for still more men. 

The man who joins us now as a retail sales- 
man at a good salary gets complete training in 
the modern methods which have made the 
J. C. Penney Company chain of department 
stores the largest in the world. On every side 
he finds helping hands. We play no favorites. 
Merit does win—here. 

The moment you prove your selling ability, 
understanding f gut ways and ability to train 
and direct others, you are made manager-of a 
store. You then have three sources of income— 
an adequate salary, a substantial share in the 
earnings of your store, and an opportunity to 
share in the earnings of the entire J. C. Penney 
organization. 

For the right man, we know of no better 
opening. Who is the right man? Possibly your- 
self. Frankly, our requirements are high. They 
have to be. We seek only potential co-partners. 


Fundamental requirements are experience in 
selling men’s wear, dry goods or shoes, age 25 to 
35, a good education and bedrock character. 
For your further information we have prepared 
a booklet with the significant title,““Your Next 
Ten Years.” In sending for it, give your age and 
experience and address our nearest office. 


She J. C. PENNEY Company 


1010 Pine Street 
St Louis, Missouri 
Room 1049E 


330 West 34th Street 
New York City 
Room 1502E 
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Greeley Boudoirs Are 
There! 


They are the shoes for a quick turn- 
over with satisfaction to customers. If 
you are not now selling them, let me 
send samples, and see for yourself what 
a fine proposition they are. 
I have created and main- 
tained a standard of quality 
IN which puts my product in a 
class by itself. Black and 
STOCK colors. Leather or rub- 
ber heels. Black kid, rub- 
ber heels only. 
Deliveries At Once 


A. W. GREELEY 


12 Duncan Street - Haverhill, Mass. Ra 


36 Pair Cases 





PSFOPSOPSPSOSSSSSPSSPSSSSSSSSOSSOSeOse ¢ 


Featherweight Ice Creepers! 


| 


Thoroughly practical. Easily 
attached and removed. They 
grip and hold securely. 

Made with woven strap and 
buckle. 

Size No. 3 for Men, Size No. 
2 for Ladies, Size No. 1 for 
Cuban Heels. 

Retail for 50 cents per pair. 
Dealer’s price $4.00 per dozen 
pair. 

Ba 2p ges Pe Order from your jobber, or 

A Money Maker! we will ship direct C.O.D. 


CHURCHILL MFG. CO., Inc. 


278 Thorndike St. Lowell, Mass. 
Seeeereeeceeree see oe eve Heeeweer 


i et ee 
Se ee ee 























“How Shoes Are Made” 


Edition All Sold 


This little booklet describing the various processes 
by which shoes are made has proven so popular 
that the edition is exhausted and we do not plan 
at present to print a new edition. Still on hand, 
however, are a number of copies of the 


“Shoe and Leather 
Lexicon” 


an authoritative dictionary of terms used in the 
shoe and leathér trade. The price of the lexicon 


50 Cents 


(Cash with order) 


Boot and Shoe Recorder Publishing Co. 
207 South St. Boston, Mass. 
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Who’s Who on the Road 


Indiana Shoe Travelers’ Association’s Sixth Annual Shoe Buyers’ Week 
Will Be Held at Indianapolis, February 13-15 


SPECIAL meeting of the Ohio 

Shoe Travelers’ Association was 
held Dec. 3, at the clubrooms in the 
Wesley Block, Columbus, when dele- 
gates to the annual meeting of the 
National Shoe Travelers’ Association 
at Chicago were selected —UTPS. 


OSEPH B. 

GLASSER, 
with headquarters 
at 1505 Republic 
Building, Chicago, 
now represents the 
Diamond Shoe Co. 
of Brockton, Mass., 
and New York 
City, as special 
sales represen- 
tative, in the lead- 
ing cities of the 
country. Mr. Glas- 
ser is one of the 
progressive travel- 
ers in the specialized salesmen’s field. 
He formerly represented the F. M. 
Hoyt Shoe Co. 


Joseph B. Classer 


HARLES GOODWIN of Missis- 

sippi, who represents the United 
Shoe Mfg. Co.’s line on the Pacific 
Coast, makes his trips to his customers 
in his high-powered car. Mr. Goodwin 
finds that he can cover his territory 
more quickly and efficiently by this 
method. 


AMES D. 

BOYLE, who 

covers New Eng- 

land and New 

York with the Red 

Cross line, reports 

that business is in- 

creasing very rap- 

idly in his scction. 

He states that all 

salesmen carrying 

the United States 

Shoe Co.’s_ lines 

have received their 

James D. Boyle new samples and 

are most enthusi- 

astic in pronouncing this “the most 

beautiful line in Red Cross shoes ever.” 

A “selling stunt” which the McAuslan 

& Wakelin Co., Inc., Holyoke, Mass., one 

of Mr. Boyle’s customers “put across” 

recently was a_ three-day-living-model 

display of the Arch-Tone Red Cross 

line. Buyer Lester Morse of the Morse 

Shoe Stores Corporation, was in charge 

of the event, and featured Peggy Gor- 

man, and Helen Blye (The 1926-1927 

“Miss Boston,” very successfully. An 

effective window background was used, 

and a specialist from the Red Cross 

shoe organization was present to help 

customers in their selection. Moving 

pictures were taken of the windows 

and the big crowds that attended this 
event. 


By HELEN M. HANEY 


B. REED of Columbus, has 

@ joined the salesforce of the Wal- 

ton Shoe Co. and will cover southern 

Ohio for this house. “Mr. Reed for a 

number of years was a clothing mer- 
chant of Uniontown, Pa. 





Indiana Boys to Hold Sixth 
Annual Shoe Buyers’ Week 


By Secretary C. I, Slipher 


The Hoosier State Boys will hold their 
Sixth Annual Shoe Buyers’ Week and 
“Home Coming” of all the shoe craft in 
Indiana and the neighboring States, at the 
Claypool Hotel, Indianapolis, on Monday, 
Tuesday, and Wednesday, Feb. 13, 14, and 
15. The Indiana Shoe Travelers’ Associa- 
tion points with justifiable pride te the 
fact that it holds the second-largest Tri- 
State Shoe Convention in the United States, 
and the largest in any individual state. 
The “Get-Together” of 1927 showed a 
registration of 919 people. The Indiana 
Shoe Buyers’ Week is put on for the bene- 
fit of the retail shoe merchants and their 
families. The retail shoe merchant, his 
wife, and children, are entertained from 
early Monday morning until “the last bell 
has rung” on Wednesday night. No regis- 
tration fee is charged. There are many 
shoe store proprietors and managers who 
look forward to The Indiana Shoe Trav- 
elers’ Association’s Shoe Buyers’ Week as 
their annual vacation, and bring every 
member of their families with them for 
these three days. 

Reservations may be made and all in- 














formation secured by writing to The In- 
diana Shoe Travelers’ Association, Room 
726, Claypool Hotel, Indianapolis, Ind. 
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ARRY L. WARE, popular member 

of the shoe traveling fraternity 
in the central west is now concentrat- 
ing on the Chicago trade for the F. 
Mayer Shoe Mfg. Co., Milwaukee. He 
has rented sample and salesrooms in 
Suite 1819 Republic Building, 209 
South State Street. Until October Mr. 
Ware had been selling the volume 
trade for the Mayer Company, visiting 
the princival cities of the Central 
States. Whether as chairman of the 
Chicago association’s welfare commit- 
tee, which position he held for many 
years, or as the good friend of all 
travelers, “Pete” Ware has a place in 
the hearts and respect of travelers and 
retail shoe merchants alike that is 
peculiarly his own. The Chicago boys 
are extending the glad hand to their 
old-time associate and shaking hands 
with themselves over his return to 
their ranks. 


OSEPH VALDES, who was former- 

ly with the Walter Booth Shoe Co., 
has joined the salesforce of the A. S. 
Kreider Co., and will carry that line 
of women’s, misses’ and children’s 
shoes in Ohio. Mr. Valdes is well 
known in the Middle West. He has 
moved his family to Columbus and will 
make that city his headquarters.— 
UTPS. 


R F. DREW is now covering Cali- 
¢ fornia for Thomson-Crooker Co. 
of Boston, succeeding Emil Goldman, 
who has entered the retail shoe -busi- 
ness. Formerly Mr. Drew covered the 
Mountain States, with headquarters in 
Denver. 


EN J. LOCK- 

WOOD, for 
many years with 
Upham Bros. 
Shoe Co., has re- 
cently joined the 
salesforce of the 
John Ebberts 
Shoe Co., Inc. of 
Buffalo, N. Y., 
and will cover 
special territory 
in New York 
State, exclusive 
of New York 
City, the prin- 
cipal cities in New England, West Vir- 
ginia and Kentucky. Mr. Lockwood’s 
headquarters will be in Boston. Ben 
is a New Englander, and is one of the 
highest grade men in the trade. He 
has a splendid following, and has estab- 
lished a reputation as a good style 
man. Mr. Lockwood will start out on 
the road Jan. 1. 


Ben J. Lockwood 


“Conservatism and Skepticism play 
their part in the world, but they don’t 
blaze new paths or pull off victories.” 

—Frank A. Munsey. 


W. HANLON, 
¢ manager of 
the United States 
Hotel, Boston, one 
of the most popu- 
lar hotel men in 
the country with 
the boys on the 
road making the 
New England ter- 
ritory, celebrated 
his first year as 
director of that 
historic hostelry by 
the installation of C. W. Hanlon 
a new dining room 
and kitchen, and also by the substitu- 
tion of waitresses for the former Negro 
waiters. There were only two of the 
original “old fellows” left, and so Mr. 
Hanlon assigned them to other tasks. 
Mr. Hanlon is a nephew of the former 
manager, Jas. G. Hickey. He has been 
connected with the United States Hotel 
for about twenty-three years, and has 
worked practically in its every depart- 
ment. For ten years, he had been assis- 
tant to Mr. Hickey. 


Not even a genius compares with 
grit. And a man can’t lose if he will 
not quit. 

—Nettleton Association News. 
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ROVER MCATEE is in charge of 

the permanent sample room which 
the Sherwood Shoe Co. have opened 
at Room 811 Lankershim Hotel, Los 
Angeles, Gal. 


ICK SWANSON, who for the past 
15 years has traveled Pennsyl- 
vania for the W. B. Coon Co., recently 
visited the Rochester factory, in com- 
pany with his three grown-up sons, en 
route to Boston and the New England 
States. It is reported that Mr. Swan- 
son’s sales are in excess of $500,000 a 
year. Roland Swanson, son of Nick, 
assists his “dad” in selling. 


ARION JOHNSON is now cover- 

ing Minnesota for J. W. Carter 
Shoe Co. of Nashville, Tenn. His ap- 
pointment was made by Sales Man- 
ager W. C. Roose.—UTPS. 


ERLE W. GREGG is now repre- 

senting the Hamilton-Brown Shoe 
Co., St. Louis, Mo., in Southern Minne- 
sota. He had formerly been manager 
of ‘the shoe department in the store at 
Mankato, Minn., of George E. Brett 
Co., and had also been affiliated with 
the Atkinson and the Pierce shoe 
stores, Minneapolis—UTPS. 


LINT L. CLARK of Rochester, who 

represents the H. W. Merriam 
Shoe Co. of Newton, N. J., recently 
returned to his home city from a three 
months’ trip to Europe. “I surely did 
get an eyeful in Paris, like all other 
Americans,” said Mr. Clark. “Since 
my return over a month ago, I find 
that business has been coming along 
quite steadily.” 


bp H. HOLDER, formerly with 
the Shaft-Pierce Shoe Co., recently 
joined the salesforce of the Swan Shoe 
Co. and will cover the entire South 
with the line of this house. 


EORGE F. SCHONER, who until 

recently conducted a retail shoe 
store at Canton, Ohio, has joined the 
salesforce of the J. J. Glover Co., and 
will cover Ohio and neighboring States 
for this house. Mr. Schoner has been 
active for many years in Rotary Club 
and other civic work, and knows thor- 
oughly the problems of the retail shoe 
merchants. 


I. seems almost unbelievable that N. 

S. T. A. President Charles W. Mor- 
rill, who sells the output of the Du- 
rand Shoe Co. of Richmond, Me., has 
traveled the Middle West for so many 
years as he admits, but the thing that 
surprised and gladdened the heart of 
this genial head of the National Shoe 
Travelers’ Association was his success 
in reaching his “ain fireside” for the 
Thanksgiving Dinner. This year it 
meant lively work and good work in 
selling. Charlie has made many a quick 
jump home for this event more years 
than seems believable when studying 
the crowsfeet as they wrinkle round 
Charlie’s twinkling eyes, and this year 
he was equally expeditious. 


A L. SENDALL covers California 
@ for the Gilbert Shoe Co. of 
Thiensville, Wis., makers of children’s 
shoes, and also for the Wm. Henne & 
Co., Ine. of Brooklyn. 
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, Pacific Coast Shoe Travelers’ 
Association holds a meeting the first 
Saturday of each month at 321 Pacific 
Building, San Francisco. Sol Peiser is 
secretary of the association; Clarke 
Browning is president. This associa- 
tion is advertising the N. S. T. A. 
group insurance as an inducement for 
new members. The office of the secre- 
tary is at 268 Market Street, San 
Francisco. 





BILLY NOLL 


The annual meeting of the Boston Shoe 
Travelers’ Association will be held in the 
Hunting Room of the Hotel Essex at 12:30 
on Wednesday, December 21. William 
Noll, who for 27 years has been sending 
out the official notices to attend the “get- 
together” of the B. S. T. A., says that 
this meeting will be held for the purpose 
of electing officers for the ensuing year, 
for the election of delegates to the 
N. S. T. A. Chicago Convention, and for 
the appointment of proxies. All nomina- 
tions will be made from the floor. Reports 
will be given by the various committees, 
both standing and permanent, and reso- 
lutions will be framed for presentation at 
the N. S. T. A. Chicago “meet” of January 
7-9. Billy Noll announces also that there 
will be a collation served. 

At this time of the year, “Billy” Noll 
is a busier man than usual, as he not 
only has his own duties to perform as rep- 
resentative of the Foster Rubber Co., with 
which concern he has been connected for 
the past 17 years, but has the compila- 
tion of his special report on his “‘steward- 
ship” of the B. S. T. A. for the preceding 
year, and the hundred-and-one duties that 
no one but a faithful and efficient secre- 
tary, such as is “Billy” Noll, can fully 
understand. His many friends in the Bos- 
ton Shoe Travelers’ Association are reluc- 
tant to release him from his activities, and 
so they are again “boosting” him for 
B. S. T. A. seribe for 1928—the last two 
figures being the number of years, which, 
if he is elected, will also stand for his 
tenure of office. 














OL MAYER, who assists in the 

styling of Millertaires, showed his 
line at the Statler Hotel, Boston, one 
day, recently, and was the recipient 
of many calls from local buyers. He 
explained that the Millertaires were 
welt shoes made with Cuban _ heels, 
mostly, for spectator sports, and for 
street style ensembles. “Never has 
there been a time,” said Mr. Mayer, 
“when the demand has been as active 
for ‘smart’ street-wear shoes.” Among 
his samples were models intended for 
Palm Beach wear, in which shades of 
green, turquoise, pale yellow, and bur- 
gundy were shown. 
with buckle at the side, and models 
with two narrow straps, fastened in 
the center of each strap with diminu- 
tive buckles, as well as several duo- 
toned shoes of lizard, suede and kid 
combinations, were noted; a light blue 
and white combination was interesting. 


ARRY EVANS, who sells the Field 

& Flint Co. line, has _ recently 
moved his Los Angeles headquarters 
to the Lankershim Hotel, where he 
states that he will be more centrally 
— and can thus serve his trade 
etter. 


The broad strap. 


December 10, 1927 


Fg ae SOMMER, formerly with 
Sommer & Kaufmann, has recent- 
ly joined the salesforce of the Chou- 
teau Shoe Mfg. Co. of St. Louis, and 
will cover the Pacific Coast for this 
house. 


H. ANTHONY represents the 
e Strout, Stritter & Co., Inc., and 
the Page Shoe Mfg. Co. of Lynn, Mass., 
with Boston office in the Statler Build- 
ing. Mr. Anthony spends the greater 
part of his time at the factories in 
Lynn, but covers the big cities of the 
country occasionally. 


ILLIAM P. HENNESSEY, who 

represents the Riesenberger-Wolf 
& Peck Co. of Cincinnati, is now show- 
ing this line to his trade. 


LL traveling shoe salesmen visit- 
ing Milwaukee are cordially in- 
vited to enjoy the conveniences of 
Room 215, situated on the mezzanine 
floor of the Plankinton Hotel. The 
Wisconsin Shoe Travelers opened this 
room as their headquarters and as a 
meeting place for members of the trade 
on Nov. 15. The Wisconsin travel- 
ers extend a cordial invitation to 
travelers to meet with them at their 
gatherings and to make themselves at 
home at the Milwaukee club rooms. 
“The Badger State Boys” held their 
November meeting at the Medford 
Hotel, the Saturday preceding Thanks- 
giving. Following a turkey dinner and 
the disposal of routine business, nomi- 
nations were made anticipating the 
election of officers on Dec. 17. The 
nominations were as follows: For pres- 
ident, L. L. Imig and John Kowalsky; 
vice-president, Henry W. Klos and 
George Maass; secretary and treas- 
urer, C. W. Johnson. Delegates to the 
Annual Convention of the National 
Shoe Travelers Association will also be 
chosen at the December meeting. 


ws J. AHERN, the popular 
publisher of “The Coast Shoe Re- 
porter,” who specializes on news about 
the Pacific Coast boys, was a recent 
visitor in Boston. Billy visited the 
RECORDER office, and also the N. S. T. 
A. headquarters. He makes the At- 
lantic Coast trip during the last part 
of each year to “check up” on prevail- 
ing conditions, and to form an opinion 
as to the prospects for the ensuing 
year. He says that trade is very good 
on the Pacific Coast; that the shoe 
travelers in his section are very active, 
and that both the Shoe Travelers’ Club 
of Los Angeles and the Pacific Coast 
Shoe Travelers’ Association will prob- 
ably send five or six delegates to the 
N. 8. T. A. Chicago Conventions. 


ARRY THOMAS, traveling shoe 

salesman for Merrill, Porter & 
Co., Lynn, is on a trip through the 
South and West, which will take him 
into Texas. W. Shrigley, sales 
manager for the firm, traveled with 
him to the St. Louis show. 


RANK HIGGINS, salesman for the 

Bell chain of factories of Maine, 
came home the other day from a trip 
to Texas and Carroll Brown set off 
for St. Louis and the West with an- 
other line of Bell shoes. The Be'l 
factories, five in number, are well sold 
ahead. The factory at Skowhegan has 
been enlarged to increase its output 
to 100 cases a day. 
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TRONG, supple, aniline leather — 
chrome tanned by specialists in a 
factory that produces nothing but Lawro. 


Handsome, full-grained finish — always 
uniform in quality—black and the pop- 
ular browns. 


“The Best Worked-out Men’s- weight 
Calfskin on the Market.” 


That means maximum economy in cut- 
ting — profitable shoes for merchant and 
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Ruler Sales Bocak Al Recseds 
With New York’s First Snow 








Demand for Other Types of 
Footwear Stimulated by 
Week End Sleet Storm 


New YorkK, N. Y.—AIl records for 
a single day’s business in rubber pro- 
tective footwear were broken here last 
Monday when New York came to work 
after the first snowfall of the season. 
The snowfall on Sunday was more in 
the nature of a sleet storm and bliz- 
zard, and the weather Monday was 
warm, with the result that some kind 
of protective footwear was absolutely 
necessary. Shoe stores and shoe de- 
partments were swamped with rubber 
purchasers. Several stores, with an 
almost uncanny touch, had selected 
Sunday and Monday to advertise vari- 
ous types of rubbers and galoshes. 

By all odds the colored fancy galosh 
is the biggest seller, with the patented 
slide fastening leading. Various types 
of rubber boots also are in strong de- 
mand among the flappers, particularly 
those in colors. 

The first touch of real winter 
weather also gave regular footwear a 
decided and much needed sales im- 
petus. Men’s and children’s shoe de- 
partments have been well crowded all 
week and sales of women’s shoes have 
shown a good increase, according to re- 
tailers. 

Fancy leather boots for women felt 
no small measure of the increased foot- 
wear demand, and bore out earlier pre- 
dictions of some merchants that some 
kind of a protective leather boot would 
be in greater favor this season than 
ever before. 








New Coast Stores 


SAN FRANCISCO, CAL. (UTPS)—San 
Francisco’s roster of shoe shops for 
women has been increased by two 
stores with the opening of stores by 
Mandel, Inc., at 319 Geary Street, and 
at 35 Grant Avenue. Mandel’s is a 
national chain of shoe stores, and these 
are the first establishments of this 
firm in San Francisco, Cal. Reptilian 
leathers are featured in the new models 
for the fall. 





Petot to Open New Store 


CLEVELAND, OHI0—The Petot Shoe 
Co. announces that a new store will be 
opened in Dayton, Ohio, Feb. 1. A loca- 
tion has been secured at 44 West Third 
Street and the regular Petot $6 line of 


Oregon Shoe Men Dine 


PORTLAND, ORE. (UTPS)—More than 
three hundred of the shoe dealers fra- 
ternity and their friends attended a 
dinner-dance given at the Multnomah 
Hotel by the Oregon Shoe Retail 
Dealers’ Association. The dance was 
a courtesy affair staged by the dealers 
for their employees, many coming from 
Eugene, Salem and Hood River. Co- 
operating in the affair was every shoe 
firm, both wholesale and retail, in the 
city. Dancing, community singing and 
vaudeville stunts rounded out a splen- 
did program. 

William H. Harbke, Phillips Shoe 
Co., was chairman of the event, and 
assisting him were James A. Law- 
rence, manager of the shoe department 
Meier & Frank; John Zingleman of the 
Goodyear Shoe Co. 





Pittsburgh Retailers 
Favor Ad Campaign 


PITTSBURGH, Pa. (UTPS)—The De- 
cember meeting of the Pittsburgh Shoe 
Retailers Association was held at the 
store of the C. A. Verner Company, 
Fifth Avenue. The date of the meet- 
ing was set for Dec. 1, so as to serve 
the purpose of both a November and 
a December meeting and not conflict 
with holiday activities. 

Lester H. Gibson, chairman of the 
Ways and Means Committee of the 
National Shoe Retailers Association 
was to have been the speaker of the 
evening but found it impossible to at- 
tend. His place was taken by Mr. 
Kendricks, a representative who placed 
before the assembled shoemen_ the 
salient facts in favor of the National 
Cooperative Shoe Consciousness Cam- 
paign to arouse new interests in men’s 
shoes. The majority of the retailers 
present showed that they were in favor 
of the campaign by expressed opinions. 

Morris Browdy presided at the meet- 
ing in the absence of President William 
M, Laird, Jr. A complete inspection 
of the recently remodeled Verner build- 
ing was made after the luncheon served 
at 7 p. m. 

The committee in charge of the eve- 
nings entertainment was composed of 
C. W. Rainsberger in charge of the 
women’s and children’s department of 
the Verner company, J. Rosenberg, in 
charge of the men’s shoe department 
of the Verner company, and E. N. 
Roolf, in charge of the new children’s 
department of the William Laird Shoe 





men’s and women’s shoes will be han- 
dled. 





Company. 





Fontius Opens Third 
Shop in City of Denver 


DENVER, CoLo. (UTPS)—Fontius 
Foot Friend Shop, 617 Sixteenth Street, 
is the latest addition to the city’s shoe 
stores. It is in charge of H. F. Lamb, 
assisted by W. E. Delany. The store 
is ideally located in Denver’s busiest 
thoroughfare and gives every promise 
of an interesting success. Both Mr. 
Lamb and Mr. Delany are men who 
know their shoes from the soles up, 
and under their capable direction Foot 
Friends can look forward to a large 
and growing clientele. 

The store itself is of ideal size and 
nicely equipped, added fixtures, cases, 
mirrors, etc., being installed. Instead 
of the customary two small windows 
with a center entrance, the store has a 
single large window with the entrance 
on the side. The window is tastily 
built up in a two-deck arrangement, 
which gives maximum space without 
cluttering. The shoes are displayed 
effectively against a gray background. 

This is Fontius’ third store in Den- 
ver, all on Sixteenth Street, and lo- 
cated within several blocks of each 
other. The idea carried out in the 
organization is to cover the field thor- 
oughly from A to Z, each one of the 
stores devoting itself to an individual 
phase of shoe merchandising. 





Hold Open House 
During “Loyalty Week” 


PORTSMOUTH, Va.— During Ports- 
mouth Loyalty Week, held recently by 
Portsmouth merchants to stimulate 
buying at home, the Hofheimer Shoe 
Store played host to some 1500 people 
in one evening. All the stores kept 
“open house” Monday night, at which 
no merchandise was sold. The Hof- 
heimer store was decorated with palms, 
ferns and flowers, music was furnished 
and canaries sang in their cages. 

During the evening Rintelin, a mem- 
ber of the Dr. Scholl staff, gave an 
illustrated lecture on the proper care 
of the feet. 

Two pairs of men’s house slippers 
and six pairs of Gotham Gold Stripe 
hose were given to holders of lucky 
numbers, distributed to visitors as they 
came in the store entrance. 

Loyalty Week was preceded by coop- 
erative advertising in which all Ports- 
mouth merchants joined. 


Nettleton’s for Hess 


BALTIMORE, Mp. (UTPS)—N. Hess’ 
Sons, 8 East Baltimore Street, one of 
Baltimore’s largest and leading exclu- 
sive retail shoe establishments, has been 
appointed exclusive Baltimore agent 
for Nettleton shoes. 
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IN-STOCK 
Satin and Suede for Evening Wear 


“CLARE” Vy 
22/8 Heel AZZ Big 
B-248— Brown Suede. .$5.00 SN “ALFA’ 
B-265—Black Suede.. 5.00 . Cuban and 19/8 Spike 
ar tS a woe Satin... = Heels 
B-572—Patent Leather 4. 
B-224—White Satin.. 4.75 “TAILLEUR” S-S6S eee Spots — 
B-266—Brown Velvet. 4.25 “CLARE” (Cuban Heel). .85. 
B-279—Black Moire Cuban and Spanish Grograin Ribbon Bow B-280—Black Suede 
Heels B-214—Patent e (Cuban Heel)... 5.00 


B-230—Black Satin B-215—Black Calf... 
(15/8 Cuban) ..$4.25 


4.25 


B-226—White Satin 
(15/8 Spanish). 4.75 


B-285—Silver Kid 
(15/8 Spanish). 6.00 


Vp 
“REBA” 
B-228—Brown Velvet “REGENT” 


with Brown GOODYEAR WELTS 20/8 Heel 


Braid Trim. ... .64.75 B-244—Black Suede. .$5.00 


“LUXOR” 
“ARABY” Goodyear Welt “OLGA” 


Goodyear Welt “ZITA” 15/8 Leather Heel, Goodyear Welt 
12/8 Covered Heel Goodyear Welt Rubber Top 15/8 Leather Heel, 


B-189—B lack Calf 14/8 Leather Heel B-873—Black Kid... .84.75 Rubber Top 
with Black _" Imitation Tip sl tent 
Grain Calf Trim.$5.00 Rubber Top B-874—Patent... er ae 

B-199—Tan Calf with B-860—Black Kid. ...$4.75 (Plain Toe) 
Grain Calf Trim. 5.00 SIZES 


THE MENIHAN COMPANY 2 SS 


Pittsburgh Office: SHOEMAKERS FOR WOMEN How, Butea’ Office: C ae re oe 
Henry Hotel raper Hotel erms 


m Northampton, Mass. Net 30 Days 
New York Office: 846 Marbridge Bldg. San Francisco Office: Plaza Hotel 
B. W. MOYLAN H. S. KUSHINS 


Cleveland Office: 1599 Union Trust Bldg. Los Angeles Office: 107 East Sth Street 
A. F. JENKS Cc. E. VanDEGRIFT 


Chicago Office: Majestic Hotel Detroit Office: Book Cadillac Hotel 
F. J. SATEK H. P. CALVEY 
Makers of Menihan Arch-Aid Shoe. 
Write for Agency Proposition. 


Send for Catalogue of Other Styles in Stock 
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More Publicity for 
York Shoe Men 


YorK, Pa.—The York Shoe Retail- 
rs’ Association landed some publicity 
on the front page of the York Gazette, 


morning paper with 20,000 circula-~- 


yn, again, in which the advance in 
footwear prices was well played up. 
The article was a report of the reg- 
ular November meeting of the associa- 
tion. It read: 

“The scarcity in hides and an ex- 
pected advance in the prices of shoes 
was reported at the monthly meeting 
of the York Shoe Retailers’ Associa- 
tion, last night, by Charles Chauk of 
New York City, who represents the 
Barnett Leather Co., one of the largest 
tanneries in the United States. 
Twenty-two local shoe merchants at- 
tended the meeting and heard a de- 
tailed comparison, on the advance of 
hides in the past year. In the last 
year hides have not been so plentiful, 
and as a result the prices have been 
climbing steadily, until at the present 
time the quotation is on an average 
of over 50 per cent higher than at the 
same time in 1926. 

“Mr. Chauk explained that foreign 








buyers have been very active in the | 


American hide markets and that for 
the past several months the Amer- 
ican people are not consuming as 
much meat as heretofore, thus caus- 


ing a shortage of hides and the alarm- | 


ing increase in the price. 
are that shoes will be somewhat higher 
next spring, he said. 


Indications | 


“The York shoe merchants are pre- | 
paring for a heavy Christmas trade. | 


This season promises to be a colorful 
one, especially in rubber footwear, for 


fancy arctics and all types of rubber | 


footwear can now be had in any color 
desired. 


A glance at the shoe windows | 


of local merchants will reveal the latest | 
and best novelties in fashionable foot- | 


wear. 

“Plans are being made for the an- 
nual get-together meeting and banquet 
of the employers and employees of the 
members of the association, which will 
be held some time in January in one 
of the local hotels. At this meeting all 
the employees in the stores will be the 
guests of their employers. A committee 
composed of Edward Reineberg, chair- 
man, C. Caton and Clarence Hoff was 
appointed to secure a speaker for that 
meeting. The December meeting of the 
association will be held on Dec. 19, at 
the W. H. Miller shoe store, 8 West 
Market Street. 

“The meeting last night was in 
charge of President George Miller, and 
was held in the M. & L. Shoe Store, on 
West Market Street. Guests last night 
were: J. R. Black, representing the 
Hagerstown Shoe & Leather Co.; R. 


Chalk, representing the Craddock- 
Terry Co. of Baltimore, and Mr. 
Chauk.” 


New Oakland Company 


OAKLAND, CAL. (UTPS) — The 
Western State Shoe Co. has _ been 
formed under the laws of Delaware 
for W. A. Wallace, of Piedmont, Cal., 
and M. A. Eisele and O. F. Clayton, of 
Oakland, Cal. 
ter articles filed, the company is capi- 
talized at $200,000. 





According to the char- | 


| 
| 








From Shoes to Dancing 


New York, N. Y.—Ward Melville, 
vice-president of the Melville Shoe Cor- 
poration, operating the John Ward, 
Rivsi and Thom McAn chains of shoe 
« res, is head of a syndicate which 
zt 2ns to build a $1,000,000 dance hall 
on Broadway, between 5lst and 52nd 
Streets. The new “jazz” palace will 
front 200 feet on Broadway and run 
back a little more than 100 feet. It 
will be three stories high with stores 
along the Broadway front. 


Walk-Over Retail Dealers 
Hold Semi-Annual “‘Meet”’ 


CAMPELLO, Mass.—The Walk-Over 
Dealers’ Association recently held its 
semi-annual conference at the factory 
here. Members of this organization 
presented suggestions and constructive 
criticisms, and an unusual amount of 
planning took place. It was the con- 
sensus of opinion that seasonable 
weather is all that is needed to create 
volume business. Among those mer- 
chants in attendance were: 

President Al A. Stentz, Fort Wayne; 
Secretar 
ark; and Messrs. Sydney Stokes, New 
Haven; Harry G. Schultz, Louisville; 
Arthur R. Mandeville, Trenton; 
Charles A. Helmbacker, 





Seaman, New York; E. Warner Howe, 
Boston; E. B. Stern, Tulsa; J. Clar- 
ence Powell, Greensboro. In addition 
Messrs. Irving B. Howe, Boston; Mil- 
ton G. Harper, Philadelphia; Leo E 
Garneau, Lawrence; Al. W. Lutz, St. 
Louis; and Harry A. Workman, Kan- 
sas City. 


Open J. & M. Department 


Des MoINEs, Iowa (UTPS)—The 
Utica Clothing Company of Des 
Moines, Iowa, has just opened a new 
shoe department under different man- 
agement and with an entirely new stock 
of shoes. 

The featured line for men is now 
the Johnston & Murphy shoe. 

At present they are advertising the 
“Youthful Six” party pumps with 
short French vamps and high heels for 
ladies, as well as strap slippers and 
oxford ties with medium and high heels, 
all in patent, satin or suede. 

Milo Slade, who formerly conducted 
this department with a different line 
of shoes, has moved into a new loca- 
tion, and Cal Connor of Rockford, II1., 
is now in charge. 

Mr. Connor is well pleased with his 
new position, and looks forward to a 
good shoe year in this city. 








New Newark Store 


MINNEAPOLIS, MINN. (UTPS) —A 
new Newark $3.50 and $4 shoe store 
for men and women was opened today 
at 411 Nicollet Avenue, a_ strategic 
point for this class store. Fixtures 
are all new and Louis Becker, trav- 
eling representative in this district for 
the factory, said it is one of the best 
in his territory. Souvenirs were given 
to all purchasers. The store was 
flower decked and a band played. The 
company has been in the Twin Cities 
about eleven years and now has six 
stores. 


Earl F. Woodward, New- | 


Milwaukee; | 
Carl H. Fliessbach, Chicago; W. Leslie | 


Reduced Railroad Rates 
to Atlantic City Meet 


PHILADELPHIA, Pa.—The fourteenth 
annual convention of the Middle Atlan- 
tic Shoe Retailers’ Association will be 
held in Atlantic City, Jan. 23-25, at the 
Ambassador. About 50 per cent of all 
display space available has already 
been engaged. A large number of hotel 
reservations have been made by retail 
shoe merchants. Reduced railroad rates 
to Atlantic City will be granted to all 
members of the shoe and leather trade 
coming to the convention from the fol- 
lowing sections: Pennsylvania, New 
Jersey, Delaware, Maryland, Virginia, 
District of Columbia and New York 
City. Managing Director Mensch sug- 
| gests that retail shoe merchants from 
other parts of New York State and 
from New England purchase their 
transportation to and from New York 
City, or to and from some other point 
| included in the reduced fare zone, if 
| nearer than New York City, and at 

this point of starting secure their vali- 

| dation certificate; in this way they can 
secure their return ticket at one-half 
| fare. 

Managing Director Cal Mensch ad- 

dressed the Philadelphia Shoe Travel- 
ers’ Association meeting on a recent 
Saturday and reports that at this well 
attended “get together” all were en- 
thusiastic about both the N. S. R. A. 
;}and M. A. S. R. A. conventions. Mr. 
| Mensch also addressed the Boot and 
Shoe Manufacturers Association of 
Philadelphia, Nov. 23; he says that 
this was also well attended and that 
all spoke favorably of both conven- 
tions. 

“Jules Winkelman and his commit- 
tee are right in the harness,” says 
Managing Director Mensch, “and ev- 
| erything is working out to a wonderful 
advantage in our staging one of the 
most proressive style shows, from point 
of interest to retail merchants and 
| manufacturers alike, ever put on the 
| boards in the East.” 











| New Shoe Stores 


Pacific Shoe Co., 823 A. S. Los Ange- 
les Street, Los Angeles, Cal. 

Platin Bros., Malden, Mass. 

G. & G. Store, Belleville, Mich., shoe 


department. 
Pm ces Bros., 103rd Street, Watts, 
a 


Leonard Heft (Pasadena Bootery), 
North Colorado Street, Pasadena, Cal. 
(to open). 

West Coast Shoe Store, 110-116 West 
Third Street, Long Beach, Cal. 

George Greenfield (M. R. Madsden, 
manager), 353 Alder Street, Portland, 


re. 

Dr. Reed Shoe Co., McDowell Build- 
ing, Seattle, Wash. 

Paul Tieburg (Frank O’Brien, man- 
ager), 2594 Mission Street, San Fran- 
cisco, Cal. 





Opening New Shoe Dep’t 


DETROIT, MicH.—The National Silk 
Co. announces it will open a new shoe 
department on Monday, Nov. 28. Its 
location, in the Sallan Building, at 
| Woodward and Gratiot Avenues, is un- 
| doubtedly one of the busiest corners in 
| Detroit. 
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Bridge parties, social teas, club meetings, dinner dances, the theatre and the 
other means of diversion and entertainment are sure to move quantities _ 
of beautiful shoes from your store, which will be so soiled the first time play 
worn that Sue, with mother and Bess, will rush you for - 
GOLD AND SILVER DRESSING — 

to restore the beauty that won their hearts and contributed to their happiness. Our heavy boot, 
for kid shoes, and light for brocade shoes will be the means of you satisfying their demands. neh 
cent! 

STICK SUEDE CLEANER —_ 

is a superior dressing for all suede shoes. Cleans the shoe and retores the nap without dl 
harm to the color. Made in colors to match any leather. the ; 





CHIC LIQUID SUEDE DRESSING 


is preferred by many to stick cleaners. This liquid preparation for cleaning suede shoes 
will not harden the leather or rot it. A brush with each package makes its application 
easy. Results are immediate and enduring. 


OIL PASTE SHINE POLISH 


will be appreciated by your gentlemen customers who realize that a few minutes spent on 
their footwear each morning may add dollars to their income during the day’s work. The 
te way to start the day is to—start fresh. Packed in the handy tin for black and tan 
shoes. 











Don’t let the “haven’t got it” alibi queer a profit when 
it’s offered you. See your jobber; he'll supply you from 
stock. 


WHITTEMORE BROS. 


MANUFACTURERS OF SUPERIOR SHOE POLISH NEARLY A CENTURY 
BOSTON, MASS. 
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George Ludebuehl 
Joins Benedicts 


PITTSBURGH, Pa. (UTPS)—Coming 
as a complete surprise to the majority 
of the men attending the December 
meeting of the Pittsburgh Shoe Re 
tailers Association, the announcement 
of Morris Browdy, presiding at the 
meeting, that although George L. 
Ludebuehl, genial secretary of the 
Pittsburgh association had been to 
France during the late war and had 
been decorated, he deserved a Congres- 
sional Medal for the step he had lately 
taken, a surprise package was tendered 
him in behalf of the local Shoe Re- 
tailers Association, and which when 
opened proved to be a silver service as 
a wedding present. 

The wedding took place at Greens- 
burg, Pa., on Oct. 29, just following 
the October meeting and was not known 
to any but a few until the night of the 
last meeting. After the wedding the 
bride and groom took an extended 
honeymoon trip of 3600 miles by auto 
to Florida and return. The trip lasted 
three weeks and included visits to 
Tampa, St. Petersburg, Miami, Palm 
Beach, Daytona Beach, and Jackson- 
ville. 

The bride before her marriage was 
Mary E. Aiken of the East End, 
Pittsburgh, Pa. They are now at home 
in Edgewood, Pa. 


Living Model Displays 
New “Travelier’”’ Boot 


New HAVEN, Conn. (UTPS)—There 
is nothing like a good model to “put 
over” something new for the ladies in 
footwear. At the Traveler Shoe Store, 
the new “Travelier” boot was very 
much in demand after attention had 
been called to it by a living model dis- 
play. The dashing and _ attractive 
young lady wore, among other things, 
a smart bandanna, and carried .a 
swagger stick, useful in pointing out 
the window placards about the new 
boot, which might be had in either pat- 
ent leather or tan calf. She sat in the 
central display window, drawing on 
boots of one style, or changing them 
for another. She also came out and 
went walking in them up and down 
the street in front of the store, and 
around the block. . 

Morris Goldstone said: “It was quite 
a success. People were very much in- 
terested and we sold a number of them. 
They came in to inquire, and some 
thought at first it was a mechanical 
figure, until she came out of the win- 
dow and talked to them, or got up 
and walked around.” 


New Zavitz Shop 


CANTON, OHIO (UTPS)—O. J. Culli- 
son, who has been special educational 
representative with the Excelsior Shoe 
Co. of Portsmouth, has joined J. D. 
Zavitz in opening the Zavitz Shoe Shop 
at 203 Cleveland Avenue, this city. Mr. 
Zavitz, who is a brother of Harry B. 
Zavitz, formerly manager of the Co- 
lumbus Petot store, was formerly with 
the Walk Over store at Canton and 
Alliance, 





Used Living Models 


MiaMI, Fua. (UTPS)—Living mod- 
els were employed by the Cowen-Nan- 
kin shoe shop in Miami, Fla., to dis- 
play Flexridge shoes. Twice each day 
these models were in evidence, showing 
the latest style shoes for every possible 
occasion. During the same hours Mr. 
E. W. Buckley, a nationally known ex- 
pert on scientific shoe construction, 
gave a popular lecture dealing with 
the subject of correct footwear. Mr. 
Buckley was ready at all times dur- 
ing the day to give free advice on the 
most important subject of correct foot- 
wear to any inquirer. 


Open Store With Plane 
and Scotch Piper 


RocHEsTerR, N. Y. (UTPS)—The 
Beck-Hazzard chain shoe store corpo- 
ration has opened its first Rochester 
store at 379 Main Street East, located 
in what is known as the uptown busi- 
ness district. 

Several novel features were used in 
announcing the store, including the 
Beck-Hazzard Stinson-Detroiter mono- 
plane and a Scotch bagpiper, who blew 
sonorous notes in front of the store on 
the opening day. 

On the opening day the monoplane 
flew here from Auburn, carrying F. L. 
Emerson, vice-president of the Beck- 
Hazzard Corporation, and circled over 
the city dropping 500 parachutes, fifty 
of which were good for rides in the 
plane. About twenty were picked up 
in various parts of the city and re- 
deemed for rides Sunday. 

J. E. Paddock of the Beck-Hazzard 
Corporation is temporarily in charge 
of the store, which, he said, is the first, 
but by no means the last, Beck-Hazzard 
store in Rochester. It is understood 
the corporation is now negotiating for 
a store in Clinton Avenue South, which 
is in the heart of the theater and shop- 
ping district, a better location than the 
firm now enjoys. The Rochester store, 
according to Mr. Paddock, is the 130th 
in the Beck-Hazzard chain. 

The store is eighty feet deep and 
finished in walnut. It is very attrac- 
tively laid out, and, according to Mr. 
Paddock, was made ready for opening 
in record time. The corporation’s own 
crew arrived in the city the Sunday 
of the opening week, went to work in- 
stalling fixtures Monday and had 
everything ready Friday. 


Mellin Succeeds Klein 


KNOXVILLE, TENN. (UTPS)—I. W. 
Mellin has been appointed manager 
and will be actively in charge of the 
local branch of Levison’s, succeeding 
Lew Klein, who has moved to New 
York. Mr. Mellin has the distinction 
of being one of the youngest, if not 
actually the youngest, managers of the 
Levison stores. being only twenty-two 
years of age. He was born and reared 
in Knoxville, receiving his education 
in the local schools, and upon the death 
of his father took over the manage- 
ment of a thriving grocery business 
that his father had established. His 
two years of managerial experience 
there, though so utterly different from 
the merchandising of shoes, endowed 
him with a breadth of business vision 
that will be invaluable to him. 





Marott Employees Hold 
Dance and Card Party 


INDIANAPOLIS, IND. (UTPS)—Marott 
Shoe Shop Mutual Benefit Association 
held its third annual card party and 
dance for employees and their friends 
on the evening of Nov. 15, in the gold 
room of the Marott Hotel. There were 
300 guests present. 

Committee members in charge of ar- 
rangements were Miss Margaret Gar- 
vey, Miss Ellen Robbins, Miss Juanita 
Shafer, Miss Madeline Micheli, Miss 
Thelma Smitha, Miss Eva Eaglin, Rob- 
ert Payne, Fred Orman, Emanuel 
Gebauer, Claude Welch and George 
Thompson, who is president of the as- 
sociation. The purpose of the organi- 
zation is to promote good fellowship 
among the employees and to care for 
sick members through financial assis- 
tance. It was formed several years ago 
by the employees celebrating the forty 
years that George J. Marott, founder 
and present owner of the store, had 
been in the shoe business. Employees 
who have been connected with the shoe 
concern six months are eligible to mem- 
bership in the association. Mr. Marott 
carries group life insurance also for 
the benefit of association members. 


Steele’s Purchase 
All-American Stores 


ATLANTA, GA. (UTPS)—The AIll- 
American shoe stores in Atlanta, Bir- 
mingham and Nashville have been pur- 
chased by Harold, Lee and Hubert 
Steele, managers of the three stores 
for the past ten years, it has been an- 
nounced by Harold Steele, manager of 
the Atlanta branch store at Whitehall 
and Hunter Streets. 

The stores were bought from Rice 
and Hutchins, shoe manufacturers of 
Boston, Mass., who are retiring from 
the Southern retail field, and it is said 
that the three stores have done an 
annual business of more than $1,000,- 
000. Announcing the change of man- 
agement and a sale of old stock that 
is just beginning, Harold Steele said: 

“With the removal of certain restric- 
tions necessary in the conduct of a 
factory branch, we, who understand 
the local preferences, will be able to 
render a service not heretofore pos- 
sible. With our complete power of 
buying, we can make purchases of foot- 
wear that will be distinctly individual 
and suited especially for local needs.” 

Present shoe stocks are to be sold 
out at reduced prices, and a completely 
new stock purchased for the spring 
openings of the stores. 


Moving Ground Gripper 


Des Mornes, Iowa (UTPS)—The 
Ground Gripper Boot Shop will be 
moved from the third floor of the Kraft 
Building to 304 Eighth Street. 

Frank Ashenhurst, the manager, 
said that this will be the first time 
that they have been on the ground 
floor, as they have been in their pres- 
ent location for three years. 

A much larger line will be carried, 
he said, and a new department of dress 
shoes will be introduced here for the 
first time. 
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Without it, 
even for a 
short period, 
there would 
be a panic in 
this country 
that would 
make 1893 
and 1907 look 
like boom times. 






































COL. ROBERT R. MCCORMICK 
Editor Chicago Tribune 


In an address to the Boston 
Chamber of Commerce Oct. 27, 1927 
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GGDDYEAR GLOVE 


RUBBER FOOTWEAR 


Smart... Neat... Trim 


For three generations Glove 

Brand Footwear has been the 

quality waterproof footwear 
of the country 











Goodyear Glove Brand 
DISTRIBUTORS 


ALBANY,N.Y. . . . . . . Smith and Herrick Co. 
AUBURN, N. Y. . ; . Hollister and Noble 
BALTIMORE, MD. . . . . . George P. Thomas, Jr. 
BOSTON, MASS. . . . . Hutchinson-Winch 
BUFFALO,N.Y. . Goodyear’ ot R. Selling Company, Inc. 
CHICAGO, ILL. . Goodyear’ s I. R. Selling Company, Inc. 
Marion Rubber Company 
CINCINNATI, OHIO .._—— The Marks and Stix Shoe Co. 
The Charles Meis Shoe Company 
CLEVELAND, OHIO .. . . Cady-Ivison Shoe Co. 
COLUMBUS, OHIO .. . . Marion Rubber Co. 
DENVER, COLO. ... . ‘The Colorado Rubber Co. 
5) 4 o 8 Marion Rubber Co. 
Cady-Ivison Shoe Co. 
GRAND RAPIDS, MICH. . . Marion Rubber Company 
HONESDALE, PA. . . Durland-Weston Shoe Company 
HOUSTON, TEX. .. . . . Miller Brothers | 
INDIANAPOLIS, IND. . Crow ders -Cooper Shoe Company 
LANCASTER, PA. . . . . . Long and Davidson 
LOUISVILLE, KY. . . . . Jno. J. Schulten and Co. 
MARION, IND. .. . - Marion Rubber Company 
NASHVILLE, TENN. Richardson. Crockett Shoe Company 
NEW YORK,N. Y. Goodyear's I. R. Selling Company, Inc. 
Morse and Rogers 
PHILADELPHIA, PA. . . .  H. B. Hanford Co. 
PITTSBURGH, PA. Goodyear's I. R. Selling Company, Inc. 
PORTLAND, ORE. . . . . . Goodyear Rubber Co. 
ROCHESTER, N. Y. . United States Rubber Company 
SAN FRANCISCO, CALIF. . Goodyear Rubber Company 
ST. LOUIS, MO. . . . . . Brown Shoe Company 
Central Shoe Company 
ST. PAUL, MINN. Goodyear’s I. R. Selling Company, Inc. 
SYRACUSE, N. Y. . . . . Dunn-Salmon Company 
TOLEDO, OHIO... .._ ._ The Ainsworth Shoe Co. 
UTICA, N. Y. . The Hurd and FitzGerald Shoe Company 
WARREN, OHIO .. . .. . The Warren Rubber Co. 
WILLIAMSPORT, PA. . . . . . J. E. Dayton Co. 
TWoRR, PA. . « « « - D.S. Peterman and Co. 














Sold by the Better class of 
Footwear Retailer 


GOODYEAR’S I. R. GLOVE MFG. CO. 
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WHERE TO BUY 
Men’s Shoes 


<\ 


BOSTONIANS 


SHOES FOR MEN 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 























RADE ONLY” 


east EST GRADE UBA 








HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 
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NETTLETON 
Shoes of Worth 


A. B. NETTLETON CO. 
@. W. COOK, Presidents 
Syracuse, N. Y., U. 8. A. 

SENS FINE SHOES EXCLUSIVELY 
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New Season 
Expected to 
Open Early 


Sampling in Full Swing in 
Haverhill — Fancier Pat- 
terns Noted in Some Lines 


HAVERHILL, MAss.—Smart one-straps, 
D’Orsay and Theo ties, open-front ox- 
ford patterns are only a few of the 
spring modes entering the sample lines 
from local factories. The new leathers 
and fabrics also offer range and variety 
to satisfy the most fastidious, but this 
condition means a complex style situa- 
tion. The style program is very tenta- 
tive, but local shoe men upon return 
from the St. Louis show and visits in 
the big city markets are expected to 
have a much more practical knowledge 
of the style tendencies. 

Shoes for spring will unquestionably 
be fancier, with the medium grades 
leading the way into the fanciful 
modes. Cut-outs, perforation, and 
open-work effects are all being utilized 
to give airiness, lightness, style and 
distinction to the new shoes. The new, 
rich kid shades, the more sombre suedes 
and the striking prints and embossed 
leathers in combination assure a color- 
ful season. Blacks, however, are not to 
be excluded. 

New season’s business has not yet 
taken on sufficient volume as to indi- 
cate the trend of buying, or the condi- 
tion of the retail market. Some cut- 
ting on new season shoes is being done, 
but this is not a general condition. 

Sampling is in full sway everywhere 
and early opening of the new season is 
probable, volume not to be reached 
until later in the year. 








Sport Shoes Selling 


BALTIMORE, Mp. (UTPS)—The new 
1928 sports line of shoes of the Dixon- 
Bartlett Co., 110 West Redwood Street, 
Baltimore, Md., which the company has 
been showing to the trade for the past 
two weeks, has been well received, and 
a good number of substantial orders 
have been placed for the various num- 
bers. Since the opening of the new 
line representatives of the company 
have been waging an earnest sales 
campaign with gratifying results. The 
1928 line is quite comprehensive and 
embraces models in saddle effects, with 
various composition soles and crepe 
rubber, in attractive color combina- 
tions of black and white, tan and white, 
elks and others, including buckskins 
trimmed with genuine alligator. The 
sports line of Dixon-Bartlett Co. is a 
favorite with many sojourners to win- 
ter resorts, both from the Baltimore 
district and other sections where the 

















line is featured. 














| A Volume White Year Is 


Prediction Heard in Lynn 


LYNN, Mass.—Lynn is moving brisk- 
ly along with colors for the coming 
year, and blacks are following after, 
waiting for a chance to play a return 
engagement. Madam Hamilton Jeffries 
continues to predict a most colorful sea- 
son, and the appearance of whites early 
and in volume. Hooley, Harney and 
others already are making white shoes 
of kid and suede, for the winter resort 
trade. At least a half dozen firms are 
making boots for the winter, the new 
type that open up the side, fasten with 
a strap, and have a collar that can be 
turned over. 

That turnover collar, by the way, 
matches collars on coats. Reando & 
Stewart, who have been designing shoes 
in Lynn for 60 years, trace the side 
opening in the new boots to some old 
patterns of Faust slippers. More will 
be heard later of the Jodhpur strap on 
these boots, for it is an idea from In- 
dia, and Indian touches will be noted in 
both apparel and footwear in the late 
spring. 

The strength of colors is shown by 
the activity of North Shore tanners. 
Already some firms have had a record 
run on suede leather, and still are go- 
ing strong, after moving from blacks 
up to the light hues. Production of 
colored kid in this North Shore district 
is also up to a new high peak. Some 
movement is noted toward colors that 
are different, such as dust tones, and 
greens of peculiar hues, also new grain. 
Lynn shoe manufacturers work hand 
in hand with neighborly North Shore 
tanners, and the moment the tanners 
have a new color, or a new grain that 
looks attractive, the shoemakers try it. 
This method fits into the policy of 
Hooley and other noted Lynn style 
makers, for they argue that the wo- 
men’s trade must constantly be sup- 
plied with ever changing fashions just 
as an automobile must be kept fed with 

gas if it is to be kept going. 





Faleck-Herzlich, Inc., 
Succeeds Three Star 


NEw -YorK, N. Y.—Under the name 
6f Faleck-Herzlich, Inc., the old Three 
Star Shoe Co. has been reorganized 
and has begun the production of an 
improved quality of women’s turn 
shoes. The factory is now equipped 
to produce 1500 pairs of shoes weekly. 

The officers of the reorganized busi- 
ness, which occupies the old quarters 
at 57-59 West. Nineteenth Street, are 
Frank Faleck, president; Paul Herz- 
lich, vice-president; Mr. Herman, treas- 
urer, and Adolph Schoen, secretar) 

Al Hersohn will continue to re)re- 
sent the firm on the road. He wil! be 
present at the Chicago convention :ind 
show with a new line of exclu-ive 
patterns. 
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Advance Buying Reported 
in Cincinnati Market 


CINCINNATI, OH1I0O— Unfavorable 
weather conditions during the past ten 
days have kept mail orders much lower 
than is usually the case at this time of 
the year, but manufacturers who. put 
the spring line of samples on the road 

uround the 15th of November are get- 
ting a nice volume of orders for spring 
delivery. Black patent is being ordered 
pretty freely and brown kid is receiv- 
ing lots of play. 

Men on the road are sending in a few 
size-up orders for immediate shipment, 
but aside from these immediate busi- 
ness is duil, according to Elmer Lange 
of the Stanley Duttenhofer Shoe Co. 
Good business is enjoyed year round by 
the Duttenhofer company on a nurse 
oxford built by them which is made up 
in black, white and tan and in regula- 
tion widths and sizes. Spring samples 
were taken into territories in early 
November and a nice volume of orders 
are being sent in for February ship- 
ment, Mr. Lange said. 

Business from Jan. 1 to Dec. 1 was 
very satisfactory with his firm, accord- 
ing to Sol Longini, vice-president of the 
Mann-Longini Shoe Co. Brown and 
black suede have been and are still be- 
ing called for more than anything else. 
Mail orders for the first half of Novem- 
ber were exceptionally good, especially 
for rubbers and other protective foot- 
wear, Mr. Longini reported, 


R. S. Merrill Named 
Nettleton Sec’y-Treas. 


Syracuse, N. Y. (UTPS)—Robert 
S. Merrill has been named secretary- 
treasurer of the A. E. Nettleton Shoe 
Co. of Syracuse. Mr. Merrill started 
with the Nettleton company as an office 
boy twenty-three years ago and has 
risen steadily from one post to another 
into his new position. His latest step 
upward was from the post of assistant 
secretary-treasurer, in which he has 
been succeeded by George B. Cathers, 
whose career with the shoe company 
also began near the bottom. 

Mr. Cathers was promoted from the 
post of cashier. Mr. Merrill has been 
assistant secretary-treasurer for two 
years. Rising from the job of office 
boy to a member of the payroll depart- 
ment, he was later made office manager 
of the A. E. Nettleton Co. Mr. Merrill 
is forty-one and lives at 135 Lexington 
Avenue, is married and is the father of 
three children. Mr. Cathers, named to 
take over the position left vacant by 
Mr. Merrill, has been in the employ of 
the company thirty-four years. His 
first job was in the bookkeeping depart- 
ment. He was subsequently promoted 
to the position of cashier, which he held 
for twenty years. 


Field Bros. Start Work 


East BRIDGEWATER, MAss.—Giving 
further encouragement to the workers 
in the Old Colony district, the Field 
Bros. Shoe Co. has begun manufactur- 
ing shoes in its new $100.000 factory 
here. The company, which formerly 
had a factory at North Middleboro, has 








started with a production of 80 pairs | 


a day which it expects to jump to 150 
pairs a day within a few weeks. 





Establish Style Bureau 


NEw YorK, N. Y.—The American 
Leather Producers, Inc., conducting a 
cooperative advertising and education 
campaign on behalf of leather tanners, 
announces the establishment of a Paris 
style bureau under the direction of 
Dora Meunier, who will furnish the 
corporation with style news from the 
French capital, 
Publicity will be given this style ma- 
terial. 





C. L. Baine Appointed to 
Educational Committee 


Boston, Mass.—The many friends 
of Charles L. Baine, general secretary- 
treasurer of the Boot and Shoe Work- 
ers Union, will be interested in news 
of his reappointment last week on the 
committee of education of the Amer- 
ican Federation of Labor. 

It is generally understood that Mr. 
Baine, who now completes his tenth 
year on the board, assented to the per- 
sonal request of President William 
Green of the Federation to serve again 
on this committee. 

The chief functions of the committee 
of education are to promote and estab- 
lish text books in all schools covering 
questions relative to industrial condi- 
tions and relations. 

During the past few years the com- 
mittee has made considerable progress 
in placing in schools text books on la- 
bor and industry so that students may 
understand at first hand present labor 
conditions. 

This general educational work is 
along the usual conservative lines of 
the American Federation of Labor, and 
of course counteracts, to a great ex- 
tent, Bolshevik and Soviet tendencies 
of radical leaders. 





New Machine Developed 
for Packing Shoe Cartons 


HARRISBURG, Pa.—The Cahill Carton 
Co. announces the development of a 
new machine which sets up and glues 
the rear end of Cahill front opening 
cartons at the rate of 150 per minute. 
These cartons come out of the machine 
standing upright ready for packing. 
There are two rows of Cahill cartons 
coming from the machine on two sepa- 
rate conveyors, and the packers can 
insert the shoes in the open end of the 
cartons very rapidly. 
that the shoes can be packed into the 
cartons at a cost of approximately 
forty cents per thousand pairs where 
the factory has sufficient production to 
keep this machine in operation two 
hours daily. Cahill Carton Co. now 
has a carton service for the shoe manu- 
facturing trade, complete, and is now 
putting an organization into the shoe 
districts for the purpose of demon- 
strating and installing the carton. 

There are three distinct propositions 
which the Cahill Carton Co. is pre- 


senting to the trade, one to the shoe 
manufacturer who does not have any 
stores of his own, one to the shoe man- 
ufacturer who distributes his shoes to 
his own retail stores, and one direct 
to the retail shoe stores who uses dis- 
tinctive stock cartons. 





by letter and cable. | 





It is claimed | 





WHERE TO BUY 
Men’s Shoes 












$e Rey) HAND TAILORED 
ea HAND LASTED 


BION F-REYNOLDS Comm, 
BROCKTON MAGE 












STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot te Be Steteon 
4 Be Snappy” 
THE STETSON SHOE CO., Ine. 
South Weymouth, Mass 








SE 

5@ STYLES IN STOCK 

Ready fer Delivery on the Det 

EMERSON SHOE MFQ@. 60. 
Reekland, Mass. 














WHERE TO BUY 
Standard Shoe Materials 


est Virginia 


Scientifically manufactured to an exact 
Uniformity of Quality. 
Pulp Products Departmen 
West¥ieginia Pulp& Paper Company 
troit New York 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 
CREESE & COOK CO. 


Tanneries at Danverspor:, 95 South St., Boston. Mass. 





















Made from 
Long Fiber 


y 
The Sterling Fiber Board Co. 
Sales Office, 501 Fifth Avenue, 
New York 
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WHERE TO BUY 
Children’s Shoes 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Bostom Office: Statler Bidg., Rocm 532 











A Oh ee 


WHERE TO BUY 
Men’s Spats 


6 8 eh hE 





MEN’S ENGLISH SPATS 
Also Domestic Grades 
Write for Samples 


LYONS & COMPANY 
122 Duane St. New York City 

















WHERE TO BUY 
Ballet Slippers 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 






In STOCK 

Womens, $1.35; 

Misses’, $1.30; 

Child-en’s, $1. s 

kond Mail orders prompt- 
= ly attended to 





KOTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 











In Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane St., 
New York, N. Y. 














BROOKS’ BALLETS 


Made on Right and Left Lasts. 





IN 
STOCK 
No. 600—Black Kid 
Womens Misses Childrens 
$1.45 $1.40 $1.35 


White Kid—80c. extra 
Coast Prices Slightly Higher 


BROOKS SHOE MFG. CO. 
Philadelphin—t725 No. Gth St. 


George D. Selby Dead 





George D. Selby 


The shoe industry mourns the pass- 
ing of another of its most distinguished 
manufacturers, George D. Selby of 
Portsmouth, Ohio. 

He succumbed on Dec. 2 from in- 
juries received when he was knocked 
down by an automobile near Athens, 
Ohio, on the night of Nov. 21. He was 
en route to his birthplace to spend 
Thanksgiving Day, and in stepping out 
of his car was hit by a passing auto- 
mobile, sustaining a fractured skull, 
broken collarbone and concussion of 
the brain. 

He was 81 years of age and comes 
from a long line of American pioneers. 
He was one of a family of twelve chil- 
dren, ten of whom lived to maturity. 
During the Civil War he enlisted and 
served with the 186th Ohio Volunteer 


Sewing Machine Company, and re- 
tained this connection for seventeen 
years. In 1880 he became interested in 
the manufacture of shoes with Irving 
Drew and B. Damon. From that time 
Mr. Selby identified himself with the 
making of shoes, and his genius built 
the world’s largest factory for the 
manufacture of shoes. 

He became founder of the Selby Shoe 
Company. and later president of the 
Security Bank, and had for many years 
been an outstanding figure in the busi- 
ness and civic life of Portsmouth. 

The idea of selling shoes directly to 
the trade has been credited originally 
to Mr. Selby, which system is now so 
universally used as a method of mer- 
chandising from the factory that it al- 
most seems as if the system had always 
existed. But he was the pioneer in the 
development of direct merchant con- 
tact. 

Mr. George Dyar Selby had been 
president of the Selby Shoe Company 
until last year, when he became chair- 
man of the board of directors. His son, 
Roger A. Selby, previously general 
manager, was elected president. Asso- 
ciated in the company are the three 
other sons, Mark W. Selby, Homer C. 
Selby, and Pearl E. Selby. 








Los Angelen—11G2 So. THll St. 








He had been prominent in banking, 


Infantry. Two years after the close of | 
the war he became agent for the Singer | 





civic, religious and political life, al- 
though he did refuse nomination for 
gavernor of the State of Ohio. He 
suffered the loss of comradeship of 
Mrs. Selby through her death a few 
months ago. Temperate in all things, 
he approached advancing age with 
splendid physique and paid close atten- 
tion to business, banking and civic du- 
ties to the very end. 

He was also a member of the Federal 
Tax Commission. His passing takes 
from the trade one of the great figures 
in the shoe industry. 





James N. Gunn Is Dead 


New York, N. Y.—James Newton 
Gunn, who from 1915 to 1923 was pres- 
ident of the United States Tire Co. and 
a vice-president and director of the 
United States Rubber Co., died on the 
evening of Nov. 26 at his home here, 
after an illness of eleven months. He 
was born in Springfield, Ohio, and was 
in his sixtieth year. Mr. Gunn was 
the inventor of the “tab-card” system 
and the vertical file. He also formed 
the industrial firm of Gunn-Richard & 
Co. In 1911 the Studebaker Corpora- 
tion appointed him general manager in 
coordinating the activities of its auto- 
mobile division. At the request of the 
late President Eliot of Harvard, Mr. 

















Gunn had helped establish the business 
school at that university, and was one 
of the first lecturers. He had also lec- 
tured at Columbia and New York uni- 
versities and the Massachusetts Insti- 
tute of Technology. He was president 
of the Lincoln Highway Association 
and had done much to develop that 
great traffic artery. During the World 
War he represented the rubber asso- 
ciation on the War Industries Board. 
He leaves a widow, three daughters 
and a sister. 


Walter Rapp Honored 


BROCKTON, MAss.—In honor of his 
70th birthday anniversary, Walter 
Rapp, president of the Rapp Leather 
Co. of Boston, was tendered a compli- 
mentary dinner by the Brockton Lions 
Club, of which he is a charter member, 
on Nov. 30. After luncheon and an 
appropriate program dedicated to him, 
he was called forward and presented 
with a handsome white gold Lions em- 
blem, the presentation being made by 
Rev. J. Homer Slutz, a fellow member. 
In the evening, also in commemoration 
of his anniversary, he was honored 
with a dinner by the Kline Club of 
Boston. 


Geo. W. Lennox Dead 


HAVERHILL, MAss.—George W. Len- 
nox, founder of the Lennox & Briggs 
Co., morocco manufacturers, this city, 
died at his home here Nov. 20. Mr. 
Lennox first engaged in the leather 
business here in 1880 with the firm of 
Hayes & Connor. In 1881 he went into 
business for himself under the firm 
name of Clark, Lennox & Co. Later 
the name was changed to Lennox & 
Briggs, Charles L. Briggs, of this city, 
becoming a partner. Mr. Lennox was 
the creator of the French kid finish 
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“Blue suedes? No, suh! We got 
badly stuck on them.” Open-work 
sandals were passed on as fair. In 
the scheme of things stylewise, san- 
dals may possibly repeat this year. 
The trend will be closely watched. 

A green straw pump was passed 
on as good. As more straw weaves 
came down the runway, the convic- 
tion strengthened that they will be 
a real good bet. This was based not 
on the numbers that were shown as 
much as it was on how the new ma- 
terial blended and harmonized with 
the sports costumes. 

Then came the promenade of the 
manikins wearing shoes for after- 
noon wear. High heeled sandals of 
blue patent looked very good for 
March and April. On seeing a pearl 
gray kid, a note was made, “Try out 
some of these for early delivery.” 
Honeybeige kid and suede and in 
combinations seems to be the big 
bet way across the pattern and last 
range. While gray suede is good at 
the present minute in the South, the 
chances are that the turn will be 
called on it after the first of the 
year. It will be followed by gray 
kid. The outstanding pattern of 
the show was a high riding one- 
strap. The inside quarter of darker 
material came across the vamp, 
which was of a lighter colored kid. 
Then came the second best bet, which 
was the Honeybeige suede D’Orsay 
bought during the afternoon. 


URING the intermission, we 

talked about the probable white 
situation in the South. Whites, both 
kid and buck, apparently are as 
strong as ever. The good old re- 
liable white trimmed with black 
will undoubtedly be good _ this 
spring. A new note has been in- 
troduced through trimming white 
shoes with white imitation snake and 
lizard. Plans are being made for 
the biggest sport season ever. Or- 
ders for fifteen styles of men’s sport 
and golf shoes have already been 
placed. These will retail all the way 
from $5 to $12.50, and will be fea- 
tured good and proper from Jan. 10 
on. It seems that the seasoned 
tourists always wait until they get 
into the South before buying their 
sport and white shoes. This applies 
both to men and women. 

Now came the girls modeling the 
evening shoes. Thumbs down on 
the pink and blue suedes. They 
were tried out this last year, but 














Around the Clock 


[CONTINUED FROM PAGE 53] 


were far from being profitable. A 
red velvet, trimmed up with rhine- 
stones around the vamp, was classed 
as a “most gorgeous show shoe.” He 
told of buying this morning, from a 
Providence buckle manufacturer, 
these jewel ornaments by the yard, 
so when the Augusta society people 
want their feet to look like Christmas 
trees he is all ready to supply the 
demand by simply sewing on the 
strings of stones. White moire satin 
is, of course, the safest thing in all 
heels from 17/8 up. Trimmed sil- 
ver slippers didn’t look so good, plain 
silver and silver brocade being the 
volume sellers. “We can’t afford to 
gamble on 24 pairs of shoes on the 
possibility of selling one pair,” was 
the comment on a silver vamp which 
had a black and silver quarter. 
Neither did he like a silver kid 
which had a Honeybeige quarter, as 
it was neither one nor the other. A 
white moire satin with a silver touch 
on the vamp was good. Then came 
the good old bread and butter shoes, 


silver kid D’Orsay and a black satin | 
D’Orsay. And he wondered why | 


Asiatic kid trimming was being used 
so much on the silver kid. 
In the morning we went down to 


| buy a few fast numbers, January fill- 
| in stuff that retail around $8 to $10. 
| The first warm one selected was a 
Honeybeige kid vamp carrying a | 
Honeybeige covered heel and quarter | 
in a step-in pump which had an 18/8 | 


heel. A rhinestone ornament com- 
pleted the shoe. The same shoe was 
bought in a Honeybeige moire satin 
with a gilt ornament. 
black moire vamp and_ quarter, 
trimmed with black satin and a 
rhinestone ornament. Once more the 
same pattern in a 14/8 Spanish heel 
with a Honeybeige kid trimmed with 
Honeybeige opalescent piped in gold 
kid with a gold ornament. Then a 
Honeybeige kid one-strap which had 
an interlacing of gold stone kid and 
straps of the same. A couple of per- 
fectly plain D’Orsay pumps, 20/8 
heel, one patent and one plain black 
satin, were next. For the young 
grandmother who would appreciate a 
nice, pretty one-strap, a shell gray 
kid was chosen. This had a 10/8 heel. 
The same shoe was bought in a 17/8 
heel, but this one was trimmed with 
gray opalescent. A Honeybeige 
moire one-strap with a vamp and 
quarter diamond shaped underlay of 
topaz stones was a glittering buy. 
Three plain white kids came next, a 


Again in | 





WHERE TO BUY 


Men’s & Women’s 
Slippers 








WM. SUMNER SMITH 
*25 Mearee Street 








Men’s All Leather House Slippers 





Hi 

Send for samples. 

ROTH & ROSENBERG SHOE CO. 
124 N. Srd St., Philadelphia 














Of the Better Grade 
For the Better Trade? 


75 Front St 
New York 

















PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 B’way 
| HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 

TA, 00 per doz. and up 





Catalog 
sent on 
request 
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WHERE TO BUY 


Store Fixtures 


GOOD WINDOW 
FIXTURES - - 


Shoe Store Designers and Buitders 


Cc. L. GOODWIN & CO. 
WORCESTER, MASS. 
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WHERE TO BUY 


Women’s Novelties 


OE SE re er 





More—CH RISTMAS—Sales 
w not a pair of 
shoes for gifts? The 
styles your customers 
will like at the 
prices they can pay. 
Send for ‘‘On-Time”’ 
Catalog. 
Samuel Cohen 








hoe Co. 
72 Lincoln St.. 
Bosten, Mass. 











Latest Styles at 
Popular Prices 
in Stock. ~ 
ST.-NEW YORK 4 














Feature $4 Retailers In Stock 


Patent, Black Satin, Black 
Kaffer Kid (spike and Ouban) 
— $3.00. Bronze Pat., 
(Cub. only) $3.15. Also t- 
Strap, 4 as above. (All 
Kid lined, leather inners, Fr. 
corded. 3-8.) 

10% -20. 
allowed, 25¢ per pr. less in 36 
pr. cases. (No order for less 
than 12 pr. on a style.) 


Other snappy novelties continually In-Stock. 


Aronson Bros. Hhoe Co., Inc. Bee ws: 














WHERE TO BUY 
Shoe Buckles 





V +——-VEITH + V 
— CUT STEEL— E 
IMITATION STEEL 
BEADED | 
SHOE BUCKLES 
T «a. & H. VEITH, IN. T 
MH 9-11 er ~~ York 4 








WHERE TO BUY 


Heel Protectors 


A PROFIT MAKER 
to retail st 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 


$1.00 pr. H. D. Erk, advertising manager. 
Ome to 8 Henry’ Hobstetter, superintendent; 
tere, CUBAN Elmer Applegate, cutting room fore- 
“i Osler yy man; and Louis Argus, head of the 
pal i Tozes pattern department, explained some of 

162 Unien St the technical details of shoe-making. 
MEMPHIS, TENN 


22/8 heeled D’Orsay, 18/8 narrow 
one-strap and a 14/8 box heel, also 
a one-strap. These were for Feb. 1 
delivery. The majority were bought 
pyramid sized fashion, or just the 
heart sizes. All of them had fairly 
round toes and short vamps. 
The foregoing, too, may be broad- 
| ly classified as volume shoes, and, as 
previously told, were bought with 
the prime object of stirring up more 
business in January. They do not, 
by any means, represent the com- 
plete spring buying, nor do they 
show the balanced stock of the store. 








After all this, it was time for a 
little fresh air, so a taxi trip down 
to see the damage done by the wind 
storm, then over to the Hotel Jeffer- 
son to look at a few more lines, more 
with the idea of future reference. 

So as we said our goodbys, he to 
go back to Georgia and I to pick up 
where I had left off in Dayton, the 
feeling came over me that if I had a 
son I would like him to have many 
of the qualities which this keen, 
clean thinking, soft spoken youngster 
possesses. 























H. N. Lape, President 


CoLuMBUs, OHIO—Putting into ac- 
tion the company’s slogan for 1928— 
“The Best Yet”—was the theme of the 
address by President H. N. Lape at 
the annual sales conference of the Lape 
& Adler Company. The point stressed 
was the better balanced line of Foot- 
Friends, light and airy welts, and Mc- 
Kays. The statement also was made 
that production had been so arranged 
that it would be possible to do an in- 
creased business next year. 

W. T. Dickerson, vice-president and 
general manager, called for reports 
from each salesman present, and in- 
corporated this information into a gen- 
eral policy. He also stated that large 
purchases of leather had been made, 
and gave the sales force other infor- 
mation on the new style lasts, etc., 
which had been added to the line. 

The increased Instock Department 
and advertising plans for making the 
year 1928 “The Best Yet” for the Lape 
& Adler Company, were outlined by 


The meeting also was addressed by 
Dr. John M. Hiss, who is the inventor 
of the Cuboid Balancer in the Foot- 
Friend shoe. Dr. Hiss explained this 
construction in detail, and gave a re- 
port of his recent visit to Denver, 
which was at the invitation of the Den- 
ver clinical group. A banquet at the 





feature in its quick service is a time 
saver in meeting immediate needs. | | 


1 








Columbus Athletic Club closed the for- 
mal session and the following men left 





immediately for their territories, in 





ws ee Dickerson, Vice-President 
and General Manager 


which they are known best as the Foot- 
Friend couriers: 

Dunbar Archer, Kentucky, West Vir- 
ginia, Virginia, Maryland, Delaware, 
Tennessee, Alabama and Mississippi; 
W. J. Chinnick, Canada; B. J. Coens, 
Illinois; Bertrand J. Coens, Chicago; 
Larry O’Connors, Pennsylvania and 
New York; J. C. Friedauer, New Jer- 
sey and New York; Ray Glascock, 
Iowa, North and South Dakota, 
Nebraska; Dolph G. Hoyt, Oregon, 
Idaho, Washington, Utah, Montana and 
Wyoming; A. Ray Jackson, Texas, 
Arkansas, Louisiana, Missouri; A. G. 
La Bonte, New England, part of New 
York State; H. L. Lape, Jr., general; 
Paul J. Lee, North and South Carolina, 
Georgia and Florida; F. A. McGiffin, 
Minnesota and Wisconsin; J. R. Mc- 
Nierney, California, Nevada, Arizona; 
Phil Miller, Ohio and West Virginia; 
J. A. Spurlock, Oklahoma, Texas and 
Arkansas; Tom Talbott, Kansas, Mis- 
souri, Colorado and New Mexico; J. ©. 
Thomas, Indiana and Michigan. 


Maj. Packard Back at Work 


BROCKTON, Mass.—Maj. Daniel W. 
Packard, vice-president and_ general 
manager of the W. L. Douglas Shoe 
Co., has returned to his desk for a few 
hours each day after several weeks of 
ill health, and because of his improve- 
ment hopes to resume on full time 
within a few weeks. Because of ab- 
sence from his duties reports had been 
circulated that he had resigned an 
had withdrawn from the company. 
Flowers on his desk on his return at- 
tested the happiness of his associat«s 
at his return. 
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In Stock Right Now 


Genuine Alligator 


$4.50 


WIDTHS 
A-B-C 


GENUINE BROWN 


MEDIUM MODIFIED 
TOE LAST 
13/8 CUBAN HEEL 





San. 9101 12 
Hotel Stevens ~ CHICAGO 
) THE WORLD'S Q 


LARGEST 
HOTEL 


ad." good line deserves popularity” 


_Duane_Shoe ©mpany, 


A CORPORATION 


143 DUANE STREET NEW YORK 
Factory: 115 Essex St., Haverhill, Mass. 





ALLIGATOR, ONE STRAP 


| 


* 
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Classified and Opportunities Department ; 
Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
POSITIONS WANTED : When advertisers desire answers to come in our care 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 
ee ee el o - vertisers desire replies forwarded direct to their address 
— Minimum Charge 75c. each word of their address must be counted in the ad- 
ALL _ vertisement and paid for accordingly. 
7c per word. Minimum Charge $1.25 ° aly 
ALL DISPLAY SPACE Payment in advance is required, except when regular 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 
ni 
Sales Opportunity 
NEW ENGLAND, EASTERN PENN. and CHICAGO for four live experienced salesmen with 
established trade to sell one of the best 
SALE SMEN 9000 <= 900 lines retailing 
at 5 an 6.00. 'welve numbers 
’ carried in stock from AA to EEE, sizes 
A manufacturer has an opening for three good salesmen, one for Eastern 2-9. Real men can make real money. 
Penn., including Philadelphia, one for part of New England including Boston, pa — Ps 2 a 
and one for Chicago. Product consists of popular priced Welts carried in stock, oer Eosiané, Hew York oak Teams. 
and line of McKays to be sold in case lots on make up orders. Only high vania. Give complete information in first 
class men with established following in these territories will be given con- —- Applications treated confiden- 
sideration. State all details in first letter. Address D-194, care of Boot and Address D-193, Boot and Shoe 
Shoe Recorder, 207 South St., Boston, Mass. —* 207 South St., Boston, 
WANTED LIVE WIRE MEN 
: : With tablished trade for fast selling li 
We are increasing our sales force and Real li sre sh lesmen with of women’s novelty shoes, ranging in’ price 
ie cena quaiemenitien to offer cal live wire shoe salesmen W: from $2.85 to $3.35. For Illinois, Iowa, 
x PP’ established trade in the following Indiana, Kentucky, Tennessee, Missouri, 
men acquainted with dealers who sell states: Alabama, Arkansas, Ari- West Texas, Nebraska, straight commission. 
work shoes. Can be carried as a side Indi Lo Michigan, Ta: LU 
° zona, indiana, uisiana, ichig nformation in first letter. 
i i i i H Address D-191, c/o Boot & Shoe 
line in some territories. Write full Mississippi, Ohio, North Dakota, Gracies. S60 Went ot. Beaten, 
details in first letter. South Dakota, Texas. gr Mass. - 
line of women’s medium price, re: 
hot novelties, all instock. Refer- SALESMAN for Tennessee. Commission basis. S* 
ences must accom any applications. Welts, McKays, Stitchdowns, Leggings. Only t 
° pany app interested in salesmen residing in territory. desi 
Goodwill Shoes Liberal commission with wonderful objection to carrying non-conflicting line of v 
‘For Hard S : mm W >) y say ae = a _ Hagerstown Shoe & Legging Co., Hagerstowr — 
or Mard Service an ono Wear ress oot an oe e. Maryland. volu 
’ 3. V 
a ae — —— 207 South Street, ARGELY increased facilities cause us t BU 
oston, : seek experienced Shoe Salesmen who are J 
looking for a quality line of a son stag good- pal 
year stitched shoes to carry exclusive or as a onr 
side line in + i = aa ote Mex me 
ANTED AT ONCE — Three hi h ade . 1co Arizona Nevac a—iowa ebraska ansas 
W rubber footwear salesmen by a Po Pt WANTED. SALESMEN, high grade men to and the Pacific Coast States. New Spring - 
company, to sell a popular and well advertised sell a side line of children’s quality shoes; line now ready. Pride Shoe Company, 1709 : 
footwear item for women. Excellent returns short line, sixteen samples; shoes stocked; stitch- Locust Street, St. Louis, Missouri. 0. 
for experienced men. Address D-154, care downs 5/8 and 84/11; goodyear welts 5/8, 2 Pr. 
Boot and Shoe Recorder, 207 South St., Boston, 8%/11 and 11%/2, at popular prices. Good ALESMEN WANTED: Real producers mb: 
Mass. opportunity for live wire, men who can sell the following territories:—Pennsylvania, New wi 
shoes i volume. even per cent commieston. — agg sompehire and Vermont. hoe ) wie 
Give line now selling and details in reply. Michigan, Indiana, inois, Iowa, Nebras a 
ALESMAN for northeastern Ohio. Travel by MAIZE SHOE COMPANY, Rochester, N. Y South Dakota, Texas, and Louisiana, Kentu 207 
auto. Welts, stitchdowns, McKays, leggings. : : Tennessee, North Carolina. We are manui iaaas 
Only interested in salesmen residing in territory. ALIFORNIA, Oregon, Washington, Moun- turers of one of the oldest lines of work shoes EX 
HAGERSTOWN SHOE & LEGGING CO., tain States, Kansas, Nebraska, Iowa, Miss- dress _oxfords and shoes—a real QUALIT\ P 
Hagerstown, Md. ouri, Lllinois, Wisconsin, Michigan and New line—BIG commissions paid to the right man 
England—open. meg fast repeating line ee pn a live by ~~ app 
: nfants’ Flexible First Step Turns—28 numbers Address D-189, care of Boot an noe Recorder 
ROE cedentel plone be chen Gee —all in stock. No unpacking—instant display 188 West Madison St., Chicago. 
. 4 ; “ ’ on opening case. Straight 7% commission. —_—— — 
ead, ee ee a pees Give main line as reference. Schuylkill Shoe a slg I on owning cars, to covet 
Seed or Saale eon! © une OF m — Co.-—Orwigsburg, Pa. New England States, New York, Illinois, 
roa 1 a aha welts made oe genuine combina- Southeastern States, Oklahoma, Arkansas, 
tion lasts and carried in stock—in many attrac- ALESMAN—Coast resident catering to better Arizona, and New Mexico, selling exceptior 
t les f A EEE dd D-17 
ive styles trom to EEE. Address D-171, trade to sell established line of high grade quality line Red Wing boots and every 4d 
gn g i ) § 
are Boot and Shoe Recorder, 207 South St hand I li f Lit 
¢ ’ se ” women’s hand turned shoes retailing from $10 shoes for men and boys. iberal commiss 
Boston, Mass. to $12.50. Commission basis. Give references, basis. Red Wing Shoe Company, Red Wi: 
lines carried, and full details in first letter. Minnesota. 
ESIDENT salesmen with headruarters in ag | age Cig A — Shoe Recorder, 
arge cities to carry six samples infants’ sn one Preey Sve =SOe me HELP WANTED 


















McKay straps, Mary Janes. pumps, etc., as “ nce : 
A 5 . * — - ESMAN WANTED for a well established 
side line. Price right for volume buyers. Ad S ear-by territorv. JUNG SHOE COM- 



























Seg, D177, care of Bort and Shoe Recorder,  paNY, SHEBOYGAN, WIS ELL and favorably known “In-Stock” hous: 
- 7 carrying largest stock of imported riding 
ANTED—By Rochester Concern, Side T.ine boots in the U. S., manufacturer of puttees 
SALESMEN to carry a side line of fine Salesmen for fast selling line of Infants’ Sam Browne belts, etc., is open for two or 
rhinestone cut steel and metal shoe buckles. Soft Soles and Stitchdowns. Give references three live-wire salesmen, who can place th 
State references. Address D-180, care of Boot when applying. Address D-184, care of Boot merchandise with the hest houses. Writ 
and Shoe Recorder, 239 W. 39th St., New and Shoe Recorder, 207 South St., Boston, D-183, care of Boot and Shoe Recorder, 207 
York, Mass. South St., Boston, Mass. 
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POSITION WANTED 


POSITION WANTED 


WANTED TO PURCHASE 


























credits. 


South St., Boston, Mass. 


SALES MANAGER 


GENERAL MANAGER OF DISTRIBUTING HOUSE 
Will be available about February First. 


Is thoroughly versed in selecting and handling salesmen and has 
had long experience in closing big deals. 

As manager of large distributing house has thorough understand- 
ing of all phases of merchandising, including the buying, selling and 


For interview address D-187, care Boot and Shoe Recorder, 207 


Retail or wholesale. 


of your iunds. Wire or phone us. Corre 
spondence confidential. 
MAX GLAUBERG 
436 Grand Street, New York City 


We also purchase 
, ete 


HIGHEST CASH PRICES PAID 


for entire shoe stocks. We also buy 
surplus or slow sellers. Quantities no ob: 





Short term leases taken 





Established 1890. 





clothing, hats, furnishing 
Dry Dock 0852 




















Sell Us Your Left Over 


New York Export Purcnasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 



























What Shoe 
Manufacturer 


Will Give Me An 
Opportunity to 


—advertise his shoes in novel and 
forceful ways; = 

—systematize and make productive his 
sales department records ; 

—support his salesmen with effective 
home office cooperation ; 

—in a word, HELP HIM INCREASE 
SALES? 


My 15 years’ experience in advertising 
and selling positions, all in the shoe and 
leather field, give me the necessary back- 
ground for the most valuable service. 


MBTHODS — COPY — LAYOUTS— EN- 
GRAVING—PRINTING. References if 
desired. 


Address D-179, Boot and Shoe Re- 
corder, 207 South Street, Boston, 
ass. 











SALESMAN with excellent following among 
the better retailers in eastern Pennsylvania, 
desires connection with reputable manutacturer 
of women’s novelty shoes to retail at $4 to $6; 
thoroughly experienced and capable of selling 
volume; will furnish best of references. Address 


_ 5. W EISBERGER, 95 First Ave., Kingston, Pa. 





BUYER AND STORE MANAGER— 
Thoroughly experienced executive desires 
connection with live retail store or shoe depart- 
ment. Twenty years’ experience, twelve as 
manager and buyer. Highest references as to 
character and ability. Address D-163, Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





POSITION. WANTED—Live wire; buyer and 
merchandiser, knows all markets, either 
hi-grade or popular price. Highest type refer- 
ences. Can produce turnover and profits. Ad- 
dress D-174, care of Boot and Shoe Recorder. 
207 South St., Boston, Mass. 





XPERT Buyer men’s, women’s and children’s 

popular priced shoes desires change. At 
‘resent buyer for one of the most progressive 
department stores in Middle West. Perfect 
stock control. Can produce volume, turnover, 
and profits. Exceptional style ability. Refer- 
ences. Address D-188, care of Boot and Shoe 
Recorder, 189 West Madison St., Chicago. 


AN YOU USE THIS SHOE MAN? Age 
36. Married, Aggressive and reliable. A 
trained shoe man with more than average 
ability as a salesman. Has a thorough Knowl- 
edge of shoe merchandising from the factory 
to the customer. any years experiences in 
Buying and operating stores. Substantial refer- 
ences as to business ability and character. At 
present employed. Any location. Address 
D-186. care Boot and Shoe Recorder, 239 West 
39th St., New York City, N. Y. 
UPERINTENDENT — industrious—resource- 
ful—experienced in shoe designing—cutting 
—fitting—making—production control—selling, 
etc.—familiar with every branch of turn shoe 
manufacture—desires position of importance in 
high grade concern that offers a future. Refer- 
ences. Address D-181, care of Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 











A VAILABLE SOON EXPERIENCED 
SALESMAN—Young man with five years 
successful traveling experience for one house is 
desirous of a change. Prefer a ladies line for 
middle west or western territory. Can furnish 
the best of references. Address D-185, care of 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





In Advertising Department 
of Manufacturing or Mer- 
chandising Organization 


Young lady employed several years 
in Advertising Department large 
shoe manufacturing concern. Capa- 
ble of handling all details concern- 
ing advertising. Full knowledge 
of catalog work and engraving. 
Best of references. 

Address D-192, care Boot and 


Shoe Recorder, 207 South St., 
Boston, Mass. 

















LINE WANTED 


I] HAVE had about 18 years executive ex- 

perience in lines connected with the shoe 
trade, including twelve years as salesman or 
sales manager. A Business reorganization now 
allows me to handle in New England, on a 
strictly commission basis, one or two lines or 
articles that may be sold to the shoe manufac- 
turer or finder. Address Box 53, Lynn, Mass. 


FOR SALE 


FOR SALE—Store fixtures. Genuine walnut 
upholstered settees and stools. Shelving two 
cases, etc. WEBER SHOE CO.. 4226 Olive 
St., St. Louis, Mo. 

















For Sale 


Sample Trunks — Sample 
Cases 


ATLAS SHOE Co. 
614 Atlantic Ave., Boston, Mass. 











‘OR SALE—Shoe Store with established trade 
in South Dakota town twelve thousand. 


Good location and lease. Address 1-182, care 
of Boot and Shoe Recorder, 207 South St., 
toston, Mass. 








FOR LEASE 








SHOE SPACE FOR LEASE 


Ideal location, main floor. splendid space near 
front entrance. Modern store, 2 stories 40 x 
120 ft., best location, successful for over 
sixty years, drawing splendid trade radius 
of fifty miles. Wonderful opportunity for live 
shoe firm, who believes in quick turnovers 
Space immediately available. Address Kohn- 
Kahnweller, Orangeburg, S. 





















CASH PAID 


for entire shoe «tocke or surplus storks + 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. ¥. 
Phone Spring 14438 





























MERCHANT NEEDS 














JET BLACK SATIN DYE 
Odorless—Non-Inflammable 
Guaranteed to dye all colored satin and 
leather shoes. 


JET BLACK 


Agents Wanted. 


Price $3.00 a quart. 
AR-CEE DYE Co. 
2111 Quentin Road, Brooklyn, N. Y. 








Sent Prepaid. 
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Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 


Made in al! styles 
to suit any shelving 
condition. 












Get our price before 
olacing your order 


Milbradt 
Manufacturing Ce. 
2416 No. 10th Street 
ST. LOUIS, MO. 




















QSTABLISHEO 


LAB E L S 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 


SAMPLES 


23° 271 LEXINGTON AVE , BRODKLYN. mY 


AMERICA’S GREATEST 
SHOE CARTON & LABEL MPCS 



















UPON REQUEST 
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MERCHANT NEEDS 


MERCHANT NEEDS 


MERCHANT NEEDS 





oO CU 
5 To OSCAR ONKEN Co. 


Display Fixtures of Quality 


¥ IN WOOD ONLY, BUT IN MANY PERIODS ¥ 


Your WINvow Trims 


ONKEN 


—Some of our New Period 
Display Fixtures can help 
you much in making attrac- 
tive trade pulling displays 

your merchandise 
the coming year. 


—It might be a good business move to look 
into your present equipment and see if a new 
set is not advisable. 


i 


We catalog complete sets for Shoes, Women’s 
Wear, Clothing, Furnishings—ranging in price 
from $25.00 to $85.00 per set, with which 
effective results ean be had as illustrated 
above for immediate shipment and season’s 


" Of interest to the Display Man 
Ask FoR SpeciaL Book B-11 





| SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES , 
J 


One of the Two Best Lines Made 


CINCINNATI, O. 











OME H-W chairs are in 

keeping with the most 

luxurious shoe store ap- 

pointments. The consult- 

ing service of our experts 
is free. 


Baltimore, Md.; Boston, Mass.; Buffalo, 

N. Y.; icago, Ill.; Kansas City. Mo.; 
ye neers: Se Calif.; AT pac Sn York, ~ Y.; 
eee day ciken ote 














The CAHILL CARTON 
THE CARTON THAT OPENS IN 
THE FRONT 
BEAUTIFUL COLORS 
ANY SIZE 
SHIPPED KNOCKED DOWN 


Write for Samples and Details 


HARRISBURG. PA 


HARRISBURG, PA. 

















SENTRY SHOE TREES 


Tuese light, flexible, adjustable 
Sentry Shoe Trees in nickel, black 
and in six beautiful colors for 
ladies. Only two sizes necessary. 
One for men and the other for 


- ladies. Retail for 25 and 50 cents. 
Goldsmith Mfg. Co., Providence, R.I. 























| AVINDOW 
|DISPLAY v FIXTURES 


I SEGALL SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


| ARE BUSINESS GETTERS 
m SEND FOR CATALOG 


Finds Browns Popular 


PROVIDENCE, R. I. (UTPS)—Browns 
are leading decidedly at Gilmore’s, this 
city. R. Silverman, manager, is selling 
more of a one-strap low-cut pump 
oe of any other style in the entire 
store. 


KNOWN TYPE 


of 
DISPLAY FIXTURE 





ALOG B-5I 

















Go near the Ocean its called. 
The Breakers 


§o modern in equi t and 
well conducted i it i iememen 
one of the — 


plan a Sojourn ty the Sea and visi 














ES 


nStCharkes 


ATLANTIC CITY | 
For An Unusual Winter Outing | 
As interesting as the Boardwalk whereon it | 
stands . . . as modern as the times. . . its 
porch the largest and best located on the | 
beachfront . . . its appointments and service 
a delight to the discerning. | 

Cuisine —, excellence. 

Hostess Golf Dancing — 

















Business Gains in Detroit 


DetTrRoIT, Mico. (UTPS)—A _ few 
days of real winter weather, heavy 
Christmas advertising by the retail 
merchants, and the display of the new 
Ford cars have combined to produce 
a tremendous buying rush for Christ- 
mas. Shoe merchants generally find 
that the demand has greatly increased 
over what it was a few weeks avo. 
Various forms of overshoes are going 
strong as a result of the cold weather. 
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REPCO STRETCHERS~ 


Standard Equipment 
In Every Good Shoe Store 







8% COMPLETE stock of Repco 
STRETCHERS is a distin¢t asset 
to every shoe store. To have 

3 all sizes of stretchers is al- 
most as essential as a full run of sizes of 
a staple shoe. 

Many a new shoe needs a little easing 
out or breaking in to conform to the 
individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 
STRETCHER in a new shoe will give the 








Look over your stock of stretchers today. Let your nearest 
Finpincs DEALER supply the sizes you need 


United Shoe Machinery Corporation, Boston 





Repco STRETCHERS are 
made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


customer more initial satisfaction and 
promote quicker and easier sales. 
Repco STRETCHERS are carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are connected by a strong steel hinge. 
The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 
use are absent in the Repco STRETCHER. 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief _Pur pose of Tue Boot anp SHoe REcorpEr 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


THE FARMER—THEN THE MER- 
WINE 6-6, 6.0-04:0:00 iebdewe 
These Two the Most Important. 


Try THESE IDEAS IF You WANT TO 
SELL MorRE MEN’s SHOEs . 


THE VOICE OF THE RECORDER 


SELL SHOES—NoT ANCESTORS...... 
No One Cares When Your Store 
Was Founded. 


STAGE SET FOR NExT BosTON SHOW Az? Hotel Statler 


O. P. I. (OTHER PEOPLE’s IDEAS)... By Harry R. Terhune 
Helpful Hints. 


Get Your Books AUDITED FREE... 
At N. S. R. A. Convention. 


AROUND THE CLOCK WITH HENRY 
CULLUM AT A STYLE SHOW 


DETERMINE YOUR MARKET 
A Talk on Competition. 


WuHaT Was Boucnt at Sr. Louis.. 


WHo’s WHO ON THE Roap 
News of the Travelers. 


By Roger W. Babson 


Advertising and Style. 
Opinions of the Editor 
By “Helpful Hank” 


An Unusual Service 


By Harry R. Terhune 
By Henry W. Cook . 


A Buying Analysis 
By Helen M. Haney 


SHOE MERCHANTS NEws 
SHOE MARKET NEws 
OTHER REGULAR FEATURES. 





GETTING MORE 
SHOES SOLD RIGHT 


THE Boot AND SHOE RECORDER PUBLISHING CO. 
207 SoutH Strezr, Boston, Mass. 
EVERIT B. TERHUNE, President 


WILLIAM M. LEBRECHT GBORGE W. R. HILL 
Treasurer Vice-President 


H. WALTER SCOTT B. C. BOWEN 
Vice-President Vice-President 
ARTHUR D. ANDERSON 


Seoretary 
Directors of the corporation, in addition to 
the above-named officers, are as follows: 


CHARLES H. FURBER 
R. D. NorTHRopP 





HucH M. Bowen 
RENDORF 


C. PEARSON 
Owen A. THOMAS P. M. Faun 








SUBSCRIPTION RATES 
The subscription price of the Boot anp SHow Raeocorper is $3.00 for one year, which includes 
postage in the United States, its possessions, Canada, Mexico, Spain and its oe and South 
America (excepting Venesuela and the Guianas, which is $6.00 
FOREIGN SUBSORIPTION—The — to all foreign countries except the oll is $6.00 per 
r inclading postage 
All subscriptions are saealuae in advance. Single copies 25 cents. 





A request for eg os address must reach us at least thirty days before the date of issue 

with which it is to take effect. Duplicate lace those undelivered 

through en “4 to B.. such advance notice. lso to send us 
the old one, inclosing tf possible your address la ¢ from 0 recent copy. 


Mtered as second-class matter Sept. na Bom ee 





Member, Associated es Inc. 
Member of the Audit — of lations 
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A buying guide to 
BOOTS AND SHOES 


Alden, C. H., Abington, Mass 


Aronson Bros. Shoe Co., Boston, Mass.... 


Best-Ever Slipper Co., Inc., Brooklyn, 
N. Y. 


Blog Shoe Co., New York City 


Brockton Co-operative Boot and Shoe Co., 
Brockton, Mass. 


Brooks Shoe Mfg. Co., Phila., 
Brown Shoe Co., St. Louis, Mo 
Burdett Shoe Co., Lynn, Mass 


Churchill & Alden Co., Brockton, Mass., 
4th Cover 


Clapp, Edwin, & Son, Inc., E. Weymouth, 
Cohen, Samuel, Shoe Co., Boston, Mass.. 


Commonwealth Shoe & Leather Co., Whit- 
PEN. SGpiuseddeseUsesseseccnne 21, 74 


Coon, W. B., Co., Rochester, N. Y 
Duane Shoe Co., New York City 


Elam, F. S., Shoe Co., Rochester, N. Y.... 
Emerson Shoe Mfg. Co., Rockland, Mass.. 


Goodyear’s I. R. Glove Mfg. Co. 
Greeley, A. W., Co., Haverhill, Mass 


Haseltine, Ernest D., Co., Newburyport, 
Mass. 


Ideal Baby Shoe Co., Danvers, Mass 


Lape & Adler Co., Columbus, Ohio 
Lilly, Henry, New York City 


Lyons & Company, New York City 





Menih h 


Nature Footwear Corp., Brewer, Me 


Nettleton, A. E., Syracuse, N. Y 


Packard, M. A., Co., Brockton, Mass 
Paristyle Footwear Mfg. Co., Inc., Brook- 
; ae Se 


Reynolds, Bion F., Brockton, Mass 

Rice & Hutchins, Inc., Boston 

Richards & Brennan Co., Randolph, Mass. 
Roth & Rosenberg Shoe Co., Phila., Pa. .76 


Shaw, M. T., Inc., Racine, Wis 
Smith, J. P., Shoe Co., Chicago, Ill 
Smith, Wm. Sumner, Chicago, Ill 
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Stacy-Adams Co., Brockton, Mass........ 74 Goldsmith Mfg. Co., Providence, R. I 
Stetson Shoe Co., So. Weymouth, Mass... 75 Goodwin, C. L., & Co., Inc., Worcester, 
Swan Shoe Co., Baltimore, Md..........- 77 
Truitt Bros., Inc., Binghamton, N. Y..... 58 


United States Shoe Co., Cincinnati, Ohio, 


Front Cover, 9 ae, 0. A., Treeing Mach. Co., Brockton, 
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Wohl Shoe Co., St. 





LEATHER AND OTHER MATERIALS 
Veith, A. & H., 
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Heywood-Wakefield Co., Wakefield, Mass.. 


Milbradt Mfg. Co., St. Louis, Mo 


Onken, Oscar, Co., Cincinnati, 
Ramey Heel Protector, Memphis, 


Scholl Mfg. Co., Chicago, 
Segall & Co., Philadelphia, 


Inc., New York City 








Next Week 


you will find 
in the 
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Brockton, Mass.... 








Barbour Welting Co., 
Beges & Cobb Co., Boston, Mass......... 75 





CHINERY, LAST , 
Creese & Cooke Co., Boston............. 18, 75 MACHINE re. hy 


Diamond Kid Co., Boston, Mass..... 2nd Cover 
Evans, John R., & Co., Camden, N. J...16-17 


Goodyear Tire & Rubber Co., Akron, Ohio 29 


Pfister & Vogel Leather Co., Milwaukee, 


WE sccecevsocescoscccecosecscesnesese 6 
MISCELLANEOUS 
Rueping, Fred, Leather Co., Fond du Lac, 
WE oveesesene EGd Redes buowsnessneeeces 23 
American Tel. & Tel. Co 
Standard Kid Co., Boston.............++. 4-5 
Sterling Fibre Co., New York City....... 75 Sut & Ghee Westen 


United States Leather Co., New York City 27 Boston Shoe Style Show 
Breakers, Atlantic City, N. J 


West Virginia Pulp & Paper Co., New 
WE EE tn 05-400 s0d060500s5 060000008 75 


FINDINGS AND SHOE STORE SUPPLIES 


Ambecor Corp., New York City.......... 


Churchill Mfg. Co., Lowell, Mass........ 82 


~— Display Fixture Co., New York 





Ar-Cee Dye Co., Brooklyn, 


Beckwith Mfg. Co., Boston 


Cahill Carton Co., Harrisburg, Pa 


Hecht, F., & Co., New York City........ 35 Everett & Barron Co., Providence, R. I... 
Hub Gore Makers, Chelsea, Mass......... 10 
Tubular Rivet & Stud Co., Boston, Mass.. 
S FT. B Ca, Mipein, Gille.... cccocscocccc 31 
Lawrence, A. C., Leather Co., Boston, SEE. 6086005666060004080% 
piusw 50s b0beethbensed tence ennens 65-66 
Northwestern Leather Trust, Boston..... 20 


United Shoe Machinery Corp., 
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Glauberg, Max, New York City 


Kirsch-Blacher Co., New York City 
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National Shoe Retailers Association, 
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American Seating Co., Chicago, Ill....... ol eS. oo 


Penney, J. C., Co., St. Louis, Mo 





. Charles, Atlantic City, N. J 
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LL the world’s a stage. Here’s 
one act for our Dec. 17 issue 
that has to do with the romance of 
a happy little business. Run back in 
your mind and recall retail shoe 
stores in villages of 664 people that 
are showing a steadily increasing 
volume of business; that carry 
widths from AAA’s down; that have 
satisfied owners; grown-up sons, 
who have had a taste of big city 
life, and who are now back on the 
job with Dad, even though they have 
a wall full of diplomas attesting to 
their proficiency in learning. 

The principals are W. H. Dye & 
Son, in the hill town of Sandy Lake, 
on the western slope of the Alle- 
ghenies, and a shoe store whose net 
earning capacity may well excite the 
envy of many big city operators. 














































EN who are actively engaged in 
the work under way to swell 
the volume of the men’s shoe busi- 
ness indicate a keener and more far- 
reaching interest manifested by 
merchants and manufacturers, which 
in turn is showing itself in public 
appreciation of heavy, mid-winter 
shoes for men. There is a place for 
mid-winter shoes, particularly in 
boot heights, that needs double em- 
phasis at this time of the year. 
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Biscting Seating Sittin 
for a Half Century 


Has given us the answer to your Profit Problem 


A half century of seating service to theatres, 
schools and churchesstands behind “American” 
claim to seating superiority. The same organi- 
zation, seating experts and master craftsmen 
have given their specialized knowledge to 
meeting shoe store seating problems. Resources 
and research have been applied tomake Amer- 
ican Interlocking Shoe Store Chairs a 


vital business building factor in your store. Neg 


tl Styles in 
Shop Seating”’ 
Helpful handbook for 

shoestore and managers. Write for a copy today. 


The discriminating shopper seeks out 
the store that reflects distinction. 
Where equipment is in harmony with 
better taste . . . and shopping is made 
pleasant. “American” Chairs, beautiful 


smartness to your store. Bring in more and 
better trade. Build confidence in your values 
and management. Make your store the pre- 
ferred place to buy shoes. 


FREE SERVICE AND BOOK 


Our engineers and draftsmen have suggested 
novel seating arrangements for thou- 
sands of shoe stores from coast to coast. 
Their experience is yours without obli- 
gation. Write our Shoe Store Service De- 
partment for seating ideas. Our helpful 
32-page book, “New Styles in Shop 
Seating”, also free to interested owners 


in finish and design, add this touch of {hemodemshoesto 


American Seating Company 


1016 Lytton Building 


Chicago, Illinois 


Branch Offices 
New York: R-601-119 W. 40th St. 


Philadelphia: R. 703-1211 Chestnut St. 


Boston: R. 302-69 Canal St. 
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